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dealer is a booster 
for better dairying 
and his advice 
should be a guide 
for the dairyman 
to follow. Spend a 


profitable evening a 
reading this first 
Annual Dairy Feed Lie. 
Sales Number. WELZ 


/ (j te 


Mi, 


Z 


WU 


Vol. 4. No. 10. MILWAUKEE OCTOBER, 1928 
‘“Ghe Dealers’ Paper of the Feed Industry 


| 
) 
= 
BX 
B 
: 

Oa 

SOA 


You'll enjoy 
business 


with Quaker 


ELL the feeds the public is willing to buy. Sell Quaker 
x Feeds, because the testimony of Quaker Feed users and 
the force of Quaker advertising are making more and more 
people ready to patronize the Quaker Dealer. 


Quaker sends strong, steady advertising into your neighbor- 
4 — hood. Quaker helps you reach your actual prospects and 

ee ‘ customers with sales-producing letters, folders, newspaper 
advertisements. 


& Back of this real selling assistance, Quaker offers you the very 
tae finest feeds our great resources can provide. Feeds that do the 


bi ‘y work, and do it at a profit. Profit for the user; profit for you. 


You can get both feed and flour in the same car from Quaker. 
You'll enjoy doing business the Quaker way. Write today; 


% a postal card will do. 


» The Quaker Qats 


CHICAGO. U.S. A. 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 
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CUT Grains— Clean, 
Bright, Uniform! 


Steel cut corn, durum wheat, milo maize, 
peas, millet and kafir corn sell for much 
better prices than cracked, ground or 


milled feed. 


The Eureka Cutter 


makes a cleaner, brighter and more uniformly 
sized product than is possible with any other 
means of reduction. Much less fine residue, 
no jagged edges or splinters. Cuts corn with 
excessive moisture perfectly; requires less 
power. Makes a highly saleable product that Fo ———. 
brings fancy prices. Write for full informa- ES 


Everything Jor Every Mill and Elevator 


MINNEAPOUS 


In Canada: The Strong-Scott Mfg.Co.Ltd Winnipeg StoT 


The Symbol 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 
can handle our shipments profitably. 


We are selling New Corn for December shipment. 


ce Write or phone for our quotations |e 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA BRroaDway 5600X, MILWAUKEE 
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223 W. Jackson Blvd. Chicago, IIil. 
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Volume Four 


October, 1928 


Number Ten 


Practical Ideas Compiled to Help You 
Increase Dairy Feed Sales 


Business Producing Plans Gathered from Various Issues of The Feed Bag 
Train This Selling Ammunition on Your Territory and Get Bigger Volume 


HUNTER who is out for big 
A game always carries a full belt 

of cartridges and similarly a 
dealer who desires to bag a _ bigger 
volume of dairy feed business this sea- 
son should arm himself with abundant 
sales ammunition. Dealers who will 
take advantage of the numerous ideas 
and methods of developing sales that 
come to their attention will more easily 
attain the sales quota they have 
planned’ for this season. . 

Following are many practical plans 
that have appeared in various issues of 
The Feed Bag during the past two 
years and which may be applied to 
boost the sale of dairy feeds: 

School for Dairymen 

H. C. Hill & Son, Wilson county, 
Tenn., feed dealers, finance a dairy- 
men’s school which gives lectures at 
various points in their trade territory. 
The farmers bring their problems and 
present them to the feeding experts in 
charge. Although no direct effort is 
made to sell feeds, business naturally 
results and the school'more than pays 
for itself with increased sales. 

Many dealers in all sections of the 
country have developed a_ profitable 
contact with their county agent. They 
co-operate with him in giving farm 
demonstrations, offer the services of 
their offices to help in the work, and 
consequently develop additional, busi- 
ness. A county agent is also in a posi- 
tion to recommend feeds to’ farmers. 

Uses Route System 

Regular routes through its trade ter- 
ritory have been established by the 
Globe Milling Co., Watertown, Wis., 
and have directly resulted in boosting 


the volume of dairy feed business. This 


plan enables the firm to keep in con- 
stant touch with its customers, develop 
new patrons, and deliver feeds to the 


farmers’ doors. 

Walter F. Uebele, Burlington, Wis., 
regularly sends a house organ to farm- 
ers in his territory. He publishes in- 
teresting farm articles intermingled 
with his advertising and gets a good 
response. The regular appearance of 
his little paper keeps his name before 
the farmers and when their feed runs 
low, they consequently think of him. 

Penny postal cards bring feed busi- 
ness to Alexander Martin, owner of a 
Roxbury, Ohio, feed store. In a re- 
cent mailing he received 73 replies 
from 100 cards. The plan boosted his 
business 30 per cent during the first 
month it was adopted. Double postal 
cards are used. One contains a ques- 
tion which Mr. Martin wishes to ask 
the farmers and the other is a stamped 
return card which may be checked for 
the answer. 

Many dealers make their store a 
meeting place for farmers who come 
into town. This plan develops good 
will, and brings the buyers to the store 
where they observe the products on 
display and are induced to buy. It 
also provides an opportunity for farm- 
ers to exchange their ideas and to con- 
cult the dealer for feeding advice. 

Know Your Stuff 

Spare hours spent in study of scien- 
tific feeding are returning big profits 
to a large number of dealers. They 
can show their customers how to make 
bigger profits and by doing this indi- 
rectly create more business for them- 
selves. It pays them to know their 
stuff. 

An Ohio feed dealer uses an effec- 
tive telephone follow-up system to 
boost his sales. When a customer buys 
feeds his name and telephone number 
are recorded. Several weeks later the 
feed store owner gives the farmer a 
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ring. He asks him how he liked the 
feed and suggests another purchase, 
quoting the prices per ton. In a short 
time a large number of orders are 
listed and business keeps buzzing. 

A feed dealer’s telephone number 
should be easy to remember. Selection 
should be made with numerical ar- 
rangement, like the following: 700, 
7171, 2442, 88, 6665. 


Buys Farmers’ Cattle 

Joe Straub, Lomira, Wis., buys, ex- 
changes, and ships cattle in his terri- 
tory. His regular visits among farm- 
ers give him an opportunity to recom- 
mend his feeds and to win new cus- 
tomers. 

A list of persons who had not bought 
from him for several months was com- 
piled by a New York feed dealer. He 
sent them a multigraphed letter with a 
personally typed, filled-in name and 
address, explaining that the firm’s sin- 
cere desire was to serve everyone care- 
fully, but that it was impossible to 
keep in personal contact with all of its 
customers. Another paragraph of the 
letter requested a chance to adjust any 
misunderstandings that may have oc- 
curred.. The mailing won back the 
good will of many patrons who were 
falling away and put three valuable ac- 
counts back upon the dealer’s books. 

Bulletins Farm News 

Another store has mounted a large 
bulletin board and upon it are placed 
records of the local cow testing asso- 
ciations, farm sale bills, clippings about 


_ fairs and shows, and articles from agri- 


cultural papers. 

C. S. Dernbach, Wausau, Wis., holds 
guessing contests in connection with 
his exhibit at the county fair, and ob- 
tains names and addresses of farmers 
and the number of hens, cows and hogs 
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which they keep. Information is ob- 
tained in answer to questions which 
appear on the estimate blanks depos- 
ited for the prize. Mr. Dernbach is 
able to concentrate his sales efforts on 
dairymen who use the most feed. 

All of the ideas presented herewith 
have been actually tried with success 
by feed dealers. Clip this article and 
paste it in your scrap book where you 
may refer to it readily. It’s good am- 
munition. 


ELDORADO FUEL & SUPPLY 
CO., Eldorado, Wis., is contemplating 
the building of a large new warehouse. 


He Studies The Feed Bag 


Cover to Cover 

In the East, in the West, whatever 
land you think is best, The Feed Bag 
is serving the feed industry and serv- 
ing it so well that many dealers are 
writing voluntary letters of apprecia- 
tion. 

One recent letter is from John O. 
Renkes, proprietor of the Brandon 
Feed Store, Brandon, Minn. Mr. 
Renkes is one of the real pioneers of 
the industry, for the feed business is 
still in its infancy in his territory, al- 
though he opened the first feed store 
in his part of the country eight years 
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FOR POULTRY 


GUARANTEE 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 
you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 
= LaBUDDE FEED & GRAIN CO. Milwaukee 


STATE DISTRIBUTORS 


ago. He wrote, in part, as follows: 

“I have been wanting to write you 
for some time but it seemed what 
little spare time I had was used in 
studying your paper. I mean what I 
say when I say ‘studying’ because I 
read The Feed Bag from cover to cov- 
er and then there are a few items that 
I read several times.” 

Mr. Renkes has several sidelines in 
connection with his business, one of 
which is a cash live and dressed poul- 
try market. His progressive spirit is 
indicated in the following paragraphs, 
also quoted from his letter: 

“The quality of the poultry did not 
suit me, so three years ago I decided 
to remedy this by selling baby chicks. 
The first year I only sold 2,500 chicks, 
the second year 4,700 and this year 
11,000. I make $1.50 per hundred 
chicks and in addition get increased 
chick feed business from my custom- 
ers as well as improving the quality 
of their flocks so that I get a better 
grade of poultry and first chance at the 
cockerels. 

“My combined business is working 
out so well that last fall I put $2,500.00 
in repairs and new milling machinery.” 


E. A. HOWARD, Central Bridge, 
N. Y., has electrified his feed mill. 


A 


which brings 


INCREASED INCOME 
BLUE RIBBON is a palatable molasses feed 


made only from choice ingredients. It is 
bringing profitable repeat business to many 
dealers, building up good. will and friendship 
in theircommunity. Increases farmers’ cream 
checks and cuts the cost of feeding. 


If you don’t know BLUE RIBBON 
SWEET. DAIRY FEED it will pay you to 


get acquainted. 


Try a Mixed Car 


LET 


Profits Prove © 


Protein 1614%, 6% Fat 


IT 


BROOKS MILLING CO. 


MINNESOTA 
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Willingness to Do Favors tor Farmer 
Pays Big Returns in Business 


Trade Literally Pours Into Feed Store of Reinders Bros., Elm Grove, Wis. 
They Volunteer Services at Every Opportunity; Make Office Farm Exchange 


By Emil J. Blacsky 


HEN customers literally pour 

V \ into a feed store, there must 

be a reason. 

Reinders Brothers, Elm Grove, Wis., 
feed dealers, are busier than bees in 
cloverbloom during all seasons of the 
year and it would require a long row 
of figures to tell the tale of their vol- 
ume of sales. The reason for George 
and Roland Reinders’ good standing 
and trade pulling power is their will- 
ingness to do favors for farmers. 

Example of Service 

Only a few days ago a dairyman was 
talking to George Reinders about his 
herd. 

“My cows are dropping off in milk,” 
he said. “They’re losing their appe- 
tite and their heads are drooping. I 
can’t: figure out what’s the trouble.” 

Mr. Reinders responded to the occa- 
sion. 

“T’ll go right out to the farm with 
you now,” he volunteered. “Perhaps 
I can tell you what is the matter with 
your herd.” 

Mr. Reinders, who in his many years 
of experience among farmers has de- 
veloped the ability to give veterinary 
advice, motored to the farm with his 
customer and solved the situation. 

This farmer will never forget the 
favor, and consequently will give all 
of his teed business to Reinders Broth- 
ers. Similar incidents occur regularly 
for when Reinders Brothers have, an 
opportunity to build good will, they do 
it. The result is that they sell dairy 
and other feeds in almost unbelievable 
volume. 

Farmers Appreciate Co-operation 

In the tidy office of Reinders Broth- 
ers is a small blackboard which has 
also helped to boost business. Space 
on it is offered gratis to farmers who 
wish to advertise anything they have 
for sale. Following are a few recent 
“ads” from the board which is always 
filled from top to bottom: 

FOR SALE—Kitchen Range. 
gain—M. M. Race. 

FOR SALE -—S. C. White Leghorn 
Cockerels—Del Meyer. 

Good farm horses for sale—C. Zim- 
merman. 

Many sales are completed through 
the blackboard and farmers have be- 


Bar- 


come accustomed to visiting the Rein- 
ders Brothers’ office as a farm ex- 
change. The little ads have also in- 


George Reinders and His Father 


directly resulted in many sales of feed 
and they are constant builders of good 
will. 

Issue Monthly Paper 

Another reason for Reinders Broth- 
ers’ mammoth business in dairy feeds 
is a small monthly paper which is 
mailed regularly to every farmer with- 
in buying range of Elm Grove. The 
publication “is entitled “Old Elm 
News”. It contains feeding hints, news 
about the firm, and advertisements list- 
ing prices of all products sold by Rein- 
ders Brothers. 

Reinders Brothers have operated a 
feed grinding and custom mixing serv- 
ice for several years. Dust seldom has 
a chance to settle in their mill, for the 
machinery is constantly in motion sup- 
plying the demands of farmers. 


Equipment installed in the Reinders’ ’ 


mill includes a Unique feed grinder, 
corn cracker, and one-ton mixer man- 
ufactured by the Robinson Manufac- 
turing Co., Muncy, Pa. Power is fur- 
nished by a commercial electric line. 
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mill. 


A charge of 10 cents a sack is made 
for grinding and $1.00 a ton for mix- 
ing. 

Operate Corn Cracker 

A saving in the cost of operation is 
made by running the corn cracker at 
the same time that the mixer is kept 
in motion. The power cost differs little 
whether both machines are operating 
or whether only one is belted to the 
motor. 

“We need cracked corn for our 
store,” Mr. Reinders explained, “and 
have discovered that it saves us a lot 
of money in power if we run the corn 
cracker when we are mixing a batch 
for a customer. Many feed stores can 
use the same plan if their machines are 
operated by one motor.” 

The Reinders Brothers’ establish- 
ment is built to handle a large yolume 
of business. Four large concrete ele- 
vators with a capacity of more than 20 
cars loom high above the rear of the 
The building housing the grind- 
ing, mixing and storage room is high, 
long and wide, with driveways on both 
sides to facilitate service to patrons. 

Implements are sold by the firm in 
addition to flour, feed, coal and build- 
ing supplies. Roland, one of the 
brothers, was setting up a corn binder 
at a nearby farm when The Feed Bag 
representative called. 

Established in 1887 

John Reinders, father of Reinders 
Brothers, started the business back in 
1887. He built a small mill for the con- 
venience of the early settlers and vivid- 
ly remembers the day he bought his 
first carload cf middlings at $8.00 a 
ton delivered out of Milwaukee. 

Mr. Reinders helps his sons when it 
is impossible for them to handle the 
rush alone, and although he is retired, 
enjoys an occasional day’s work among 
his old surroundings, which are now 
so ably managed by his boys. 


CHARLES BOTHE, manager of 
the hay department of the LaBudde 
Feed & Grain Co., Milwaukee, was 
married Saturday, September 22, and 
is now making a wedding trip through 
Indiana. The Feed Bag joins with 
their many friends in wishing the 
couple a happy wedded life. 
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BROWN MILLING CO., Ran- 
dolph, N. Y., which handles a large 
amount of coal, as well as feed and 
grain, has recently been making im- 
provements in coal handling equip- 
ment. D. A. Brown, of this firm, is 
an active worker for the Mutual Mill- 
ers in their association work 


W. A. EDMUNDS, Sherman, N. 
Y., has recently returned from a fish- 
ing trip to Hollow lake, Ontario. 


BERT BEEBE, Lacona, N. Y., has 
recently returned from a trip on which 
he visited the New York State fair at 
Syracuse, and the Toronto fair, at To- 
ronto, Ontario. Mr. Beebe reports that 
he also put in a good days fishing’ on 


’ one of the Canadian lakes. 


New Jersey Dealers to Meet 
At New Brunswick 


HE New Jersey Feed Dealers’ 

f association is rallying for its 

sixth annual convention, to be 
held at the Hotel Klein, New Bruns- 
wick, October 10. 

A program confined to practical ma- 
terial which a dealer may take back 
with him and apply to his business, has 
been arranged and several hours will 
be devoted to entertainment. The New 
Jersey College of Agriculture is co-op- 
erating with the association to make 
the convention a success. 

Baker, W. C. Skelley, C. B. 


if means 
oe to dealers 


International Dealers are making 
money on the complete line of 
scientifically balanced International 
feeds for all farm animals and poul- 


try. 


If you are interested in doing 


a bigger feed business, write for our 
dealer plan. 


INTERNATIONAL 
Health Poultry Rations 


INTERNATIONAL SUGAR FEED CO., 
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Bender and C. S. Platt, all of the col- 
lege, will give interesting talks. Mr. 
Baker’s address of welcome will open 
the sessions at 10:30 a. m. Mr. Skel- 
ley will speak on “Fish Meal, Its In- 
fluence on' the Growth of Swine and 


_ the Quality and Palatability of the 


Carcass.” Following this talk, Mr. 
Bender will explain the “New Jersey 
Dry Grain Calf Mixture.” The morn- 
ing session will conclude with a des- 
cription of the “All-Mash Method of 
Feeding Chicks and Layers,” by Mr. 
Platt. A box luncheon will be held at 
the college farm at 12:30 p. m. 

Dealers will hear R. C. Reager, as- 
sistant professor of public speaking, 
Rutgers university, talk on “Better 
Sales Methods” when the convention is 
resumed in the afternoon. “Four 
Thieves of Feed Profits’, a playlet, 
will be presented by representatives of 
the Purina Mills, and W. A. Stannard, 
secretary of the Eastern Federation of 
Feed Merchants, will speak. A_ busi- 
ness meeting will follow and officers 
will be elected. 

The delegates and guests will as- 
semble at the Hotel Klein in the even- 
ing for an informal banauet, which is 
scheduled for six o’clock. Fraser Metz- 
ger, dean of men, Rutgers university, 
will be the principal speaker. 

H. J. Samuelson, Toms River, N. J., 
secretary of the New Jersey Feed Deal- 
ers’ association, in a letter to The Feed 
Bag writes: 

“We would like to make the sixth 
annual convention the biggest and best 
the New Jersey dealers have had so 
far. It seems to me that there has 
never been such need for active co- 
operation among feed dealers as at 
present. Competition is very keen and 
I know that, judging by the prices at 
which they sell feed, many dealers are 
barely covering their overhead.” 

He extends a hearty invitation to all 
to attend the convention. 


WRIGHT BROS., Hector, N. Y., 
has installed a new vertical mixer. 


BERT McINTOSH, Hartwick, N. 
Y., has added a larger corn cutter to 
take care of his increased business. 


F. H. VON DAMM, Brooklyn, N. 
Y., has been busy for two months re- 
modeling his feed mill. He has in- 
stalled a complete line of new milling 
machinery and added a mixer. J. P. 
Delsaux has been in charge of the 
work. 


| 
| 
aw 
Wy cx : 
= 
| aes? | 


EDITORIAL 


COMMENT 


TO HELP YOU SELL This issue of The Feed Bag 1s 
MORE DAIRY FEED devoted to dairy feeds in pros- 

pect of the winter buying sea- 
son just around the corner. The editors have searched 
widely and compiled what in their opinion is practical edi- 
torial matter that will help you to exceed your iast year’s 
volume in sales and profits. 

Although rural America has taken great strides forward 
in scientific feeding, a surprising number of farmers are still 
following the old rut of keeping their herds in production 
with the natural products gleaned from their fields. They 
know that a cow must eat to produce milk, but they fail to 
study the proportions in which the elements should be con- 
sumed for the greatest production at lowest cost. 

Here is an opportunity for the feed dealer to profit for 
himself and to perform a service to the farmer and to 
American agriculture as a whole. Many methods may be 
followed to convince a farmer that correct feeding pays. 
This issue of The Feed Bag combines a large number of 
ideas suggested by experts and tried and tested by dealers 
themselves with satisfactory results. There is something 
of practical value for you on the selling of dairy feeds in 
almost every page. By all means, read this issue of The 
Feed Bag and profit by it. 

And if you want another dairy feed issue next year, 
just say the word and we will be more than glad to comply 
with your wishes. 


ARE YOU 
A MEMBER? 


The campaigns are on! 

Dealers everywhere are giving their 
time and services to induce their fellow 
tradesmen to join in a mutual organization for the promo- 
tion of the feed industry. 

The Central Retail Feed association will have a bigger 
roster when its drive is completed, according to early indi- 
cations. Every member of the organization is interested in 
the booster contest and showing the spirit that wins. 

The Eastern Federation of Feed Merchants, with the 
New Jersey Feed Dealers’ association and the Mutual Mill- 
ers’ and Feed Dealers’ association, is sweeping the East for 
increased memberships and getting results. Reports of suc- 
cess have also been received from the New England Retail 
Grain Dealers’ association, Michigan Grain, Feed & Hay 
Dealers’ association and the Ohio Grain Dealers’ associa- 
tion. 

Scarcely anything more vital than increased member- 
ship in organizations in the feed trade could be accom- 
plished. The Feed Bag announces with great joy the suc- 
cess of these numerous campaigns. Many other industries 
have cause to envy the spirit of the feed trade. There is a 
bright future ahead for it. 

Have you sent in your application with sufficient dues 
to become a member of your association? Your trade is 
calling you and we know that it will not find your door 
locked against it. Perhaps you have been submerged with 
other work that this busy season brings and your applica- 
tion is lying on the corner of your desk. Just take a minute, 
today, fill it out and attach your check and mail it to your 
local organization. 

Then, if ‘you do nothing else the rest of the day, worry 
not. By becoming a member of your organization you have 
accomplished mere good for yourself and the feed trade than 
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can be measured in dollars and cents. And this evening, 
when you rest your head on your pillow, you can drift off 
to sleep with a restful satisfaction that! you have done your 
bit, to keep the spirit of your trade ebbing high. 


SELL FEED Farmers will come into a feed store and 
BY BRAND ask for bran or middlings or other single 
ingredient without paying any particular 
attention to the brand, but when they demand commercial 
feeds a name is on the end of their tongue and they specify. 
In every locality, dealers will discover that a brand of 
commercial feeds has become established and that the pub- 
licity of the manufacturer and his reputation has created a 
valuable sales appeal that a retailer should follow up. Is 
your store stocked with established brands, or are you fol- 
lowing the uphill method of pushing an obscure feed? This 
is a question every dealer should ask himself on the verge 
of the heavy buying season for dairy mixtures. 

Why blaze the trail at a discount to your own profits 
when you can follow the peved way laid out for you by a 
manufacturer who has made a name for himself and his 
products in your community? 

It will pay every dealer well to analyze his territory 
and discover which brands are most popular among the 
farmers. Then it is a safe bet to stock this feed and to 
keep the customers at home instead of allowing them to 
go to the next town where Jones has wisely filled his 
shelves with products the people want. 

It doesn’t make much difference what brand of staple 
articles you stock because the farmer specifies no particular 
kind. He calls for bran, linseed meal, or middlings. But 
listen in when he’s demanding dairy feeds. It’s this 
BLANK brand that he wants, and nothing else. If you 
seek his business it is up to you to handle the feed of popu- 
lar demand, one with an established reputation. 


CASH CROPS TO A. H. Craig, Mukwonago, Wis., 
PAY FEED BILLS makes a suggestion that is worthy of 

thought among feed dealers. He 
advocates the planting of cash crops on a farm to offset the 
cost of purchased feeds. Mr. Craig tills the soil himself 
and speaks from experience. He has gained distinction as 
a writer and farm economist. 

Every feed dealer should be interested in a plan that 
will help the farmer pay his bills more promptly or enable 
him to buy outright for cash. It is possible to plant a crop 
on a majority of farms that may be turned into ready 
money in the fall. Potatoes are a good standby. A farmer 
in Kewaunee county, Wisconsin, plants 10 acres of them 
every year. One autumn he hauled 1,000 bushels at $1.00 
a bushel to the nearest shipping point. The dealer from 
whom he bought his feeds certainly didn’t lose any sleep 
about his account that winter. 

Sugar ‘beets and tobacco also provide a cash revenue, 
and many farmers make extra dollars by cultivating an 
apple or cherry orchard. Truck gardening pays well for 
those who are within marketable distance of a city. 

All of these suggestions give the feed dealer points to 
recommend to his customers. Anything that can be done 
to bring more money to the farmer indirectly increases your 
bank deposit. Mr. Craig’s idea should receive the full sup- 
port of the feed industry. 
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100 LBS. 


WISCONSIN 


TRADE MARK 
GUARANTEED ANALYSIS: 


PROTEIN 20% FAT5% FIBRE 10% 


CARBOHYDRATES 52% 
INGREDIENTS 
Hominy Meal, Linseed Oil Meal, Gluten Feed, 
Wheat Bran, Cottonseed Meal, Dried Brewers’ 
Grains, Wheat Middlings, Malt Sprouts, Cal- 
cium Carbonate, Bone Meal, Salt. 
MANUFACTURED EXCLUSIVELY BY 


MILLING Co. 


| wis. 


pale) 
© 


NORTHERN MILLING 


FEED MANUFACTURERS 
WAUSAU, WISCONSIN 
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Don’t Neglect Your O/d Customers 
In Mad Scramble tor New 


Treat Your Established Trade With Gloves On; They’re Your Sales Basis 
Keep On Proving to Them That They Make Bigger Profits With Your Feeds 


T has often been said that dairy- 
I men are the hardest customers for 
the feed man to hold. Dairymen 
are that way. They will “go off” one 
feed, and try another as often as they 
feel they would like to get more milk. 
Not that there was anything wrong 
with the feed they had been using, but 
they’ve just got it in the blood to try 
something else, and unless you are 
right on the job to hold them—you 
lose customers. 

One New Feeder Each Week 

Too many dealers spend all their sell- 
ing time getting new customers, ne- 
glecting the old ones. As a _ conse- 
quence they are not building trade— 
just a turnover. 

Do you know that if you hold your 
old customers and get just one new 
one a week, you can increase dairy feed 
sales an enormous amount? If they 
are average dairymen with about 10 
cows each, you can increase your sales 
as much as 24 carloads in one year. 
That’s two cars of extra dairy feed a 
month! 

You may not believe this, but figure 
it out for yourself. One new customer 
with 10 cows will use a bag a day, or 
365 bags in a year. Next week’s cus- 
tomer will use 358 bags. The third 
week’s customer 351—and so on down 
the line. Your final total will be 9,500 
bags, or 24 carloads in a year! But 
you've got to hold your old customers 
to do it. 

Hold Your Customers 

One of the best ways to hold cus- 
tomers is to show them with facts and 
figures that the feed is actually making 
more money for them. You told them 
that the feed would make them more 
money when you sold it to them— 
now show it to them. 

Nail them down with their own fig- 
ures on production, costs, and profits. 

There are two splendid methods be- 
ing used at the present time for figur- 
ing costs and profits, depending on the 
class of dairymen' being dealt with. 

Milk Scales and Record Sheets 

For the purebred man—the believer 
in records—there is nothing better than 
the old stand-by, the milk scale and 
the record sheet. Milk scales are fur- 
nished by some concerns to the deal- 


By W. P. Hays 


ers at cost, and they in turn loan them 
to their customers, or install them in 
the customer’s barn to get his weights 
of milk and feed. Record cards may 
also be furnished free to all. 

This is by far the most accurate and 
convincing method, but unless a man 


customers, it is not neces- 
sary to get many new ones 
in order to increase your busi- 
ness. One new customer with 
. only ten cows will use a bag of 
dairy feed a day or 365 bags in 
a year. Secure one such cus- 
tomer each week and in just 
one year from the date'you se- 
cure the first, your total busi- 
ness from these new custom- 
ers will amount to 9,500 bags 
or 24 carloads during the 12 
months. But you've got to 
hold your old customers to do 
it. 


Tf: you can hold your old 


is already sold on the value of weigh- 
ing milk it is hard to get him to do it. 
Dairy Profits Check 

For the average man a much simpler 
check-up is being used. A dairy pro- 
fits check which will give a comparison 
of profits over feed cost on his old 
ration, and on his new ration, does 
the work very well. 

The dairyman is simply asked how 
many gallons, quarts, or pounds of 
milk he is selling per day, along with 
the price. It is an easy matter, then 
to figure up his gross income. 

It is sometimes a little harder to find 
out how much feed he is using. Prob- 
ably the best way is to ask how many 
bags of feed he bought last month. He 
usually knows that, and then you can 
figure how much he is using a day, and 
compute his daily feed cost. The final 
answer that you are after is profits 
above feed cost. 

After ycur feeder is going good on 
your feed. do the same thing over 
again, and then you'll have the figures 
he’s interested in—telling whether or 
not your feed is making him more net 
profit than his old ration. 

Check Up Often 

‘The above methods are very good to 

convince a man that your feed is the 
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better, but they are not sufficient to 
keep him using your feed steadily 
throughout the year. You've got to 
keep checking up on him to keep him 
satisfied. Do it periodically—say four 
to six times a year, and always keep 
before him the fact that gross income, 
minus feed costs, still leaves him a 
good net profit. That certainly helps 
to keep him satisfied and keep him 
sold. 

Another way: to keep dairymen sold 
is not to let them run out of your feed. 
Dealers all over the country are oper- 
ating “sales routes” now, in order just 
to make it more convenient for Mr. 
Feeder to buy. 

In the operation of these routes, the 
dealey plans to make a trip over a cer- 
tain route, once a week or so, and he 
sees the same customers each time. 
He takes a truck full of feed with him, 
and when he stops to see “John Jones” 
he simply leaves whatever amount of 
his ration that John needs. 

In other words, he carries his feed 
right with him and when he makes a 
sale, he delivers the goods on the spot. 
Feeders learn to know when to expect 


the dealer, and estimate how much they 


will need to carry them until he comes 
around again. This system certainly 
pleases the feeder, and it goes a long 
ways tcward keeping him sold. 

Sell As Cheaply As Possible 

Still another way to hold customers 
is. to give your good feeders every ad- 
vantage in price that you can. For 
instance, when you have a car on the 
track, call the feeder up and let him 
get some out of the car if he wants to. 
You can allow him the cost of hauling 
and storing, and still be better off as 
far as profits are concerned. And the 
feeder gains the confidence that you 
are giving him as good a deal as pos- 
sible,which is certainly a big factor in 
keeping him sold. 

Pay some attention to your old cus- 
tomers in the mad scramble for new 
ones. They are the basis of your busi- 
ness and you don’t need many new 
customers to increase business if you 
hold the old ones. 


R. E. JONES grain elevator, Pepin, 
Wis., was recently destroyed by fire. 
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Carefully Sifted for Feed Dealer Consumption 


A NEW NEED 
The iarmer’s present btisiness state 
Brings not the greatest grief; 
It is from talks political 
The poor man seeks relief. 
It is better to be thought a fool and 
remain silent than to speak and remove 
all doubt. 
A FUTURE M. D. 
Teacher: “What is a dry dock?” 
Feed Dealer's Son: “A doctor who 
will not give out prescriptions.” 
* * * 
CORNHAY WEAKLY NEWS 
Jim Robinson, local feed dealer, is 
confined to his home with a sprained 
wrist which he received when writing 
out his monthly statements. We hope 
you will soon be back on the job again, 
Jim. 
A calf with two heads was born on 
the farm of Gus Gustafson last Wed- 
nesday. Gus says its the cow’s fault. 
He kept her in a pasture with a corn 


patch on each side and she tried to 
look both ways at onc’t. 
* * * 

Joe Jenks, one of the progressive 
farmers in this vicinity, paid a visit to 
our office the other day and says he 
has found a way to keep crows off his 
corn patch. He puts the scarecrow 
in a field where the corn ain’t planted. 

Classified Ads 

FOR SALE—Dressed Chickens. 
Owner is compelled to sell on account 
of that they got in the wife’s flower 
patch. 

EXACT DESTINY 

Woman (talking over telephone): 
“Send up a bale of hay.” 

Feed Dealer: “Who is it for?” 

Woman: “The horse.” 

“A four legged chicken has been 
hatched near Geneva. Nature is evi- 
dently trying to give hens a better 
chance to cross the road,” writes a 
Cracked Corn reader. 


ELECTION HEADLINES 
Smith Forges Ahead. 
Hoover Sweeps Country. 

JUST LEARNING 

Cop: “Why don’t you look where 
you're going?” 

Lady: “Well, you see, this is the 
first time I have ever driven from the 
front seat.” 

* 

Another candidate for the dumbbell 
club is the fellow who thinks a flat 
car is one with all the tires punctured. 

*x* * * 
MODERN CHILD 
Mother: “Now, say thank you.” 
Child (pouting): “Spank you.” 
x * 

A henpecked husband at last solved 
a way to remember to mail his wife’s 
letters. He became a postman. 

* 
A GREAT GAME 

Office Clerk: “I am getting married 
next month.” 

Feed Dealer: “Who is your oppo- 
nent?” 


EMMET PRODUCE CO., Emmet, 
Wis., has been incorporated, with a 
capital stock of $3,000, to deal in flour, 
feeds and produce. The incorporators 
are G. J. Schledlo, J. Karlen, F. J. 
Krieg and R. Gorman. 


Munson. 
made a mistake." 


ing the Superior in detail? 


“‘We were considering buying a feed 
mixer over a year before we did and 
in that time investigated several differ- 
ent makes, and finally decided on a 
And we do not feel we 


The above letter which came in unexpectedly from 
a Southern miller makes us feel that it is worth 
while to build high grade machinery, and at the 
same time demonstrates that the Munson Superior 
Batch Mixer will stand rigid inspection. 


Why not use the coupon and get literature describ- 


Investigate—Compare— Then Decide. 


Munson 
Mill Mchry. 
Co. 
a ¢ iter- 
Munson Mill Machinery Co., Inc. yr __ Please send liter 
ature describing the 
Established 1825 UTICA, N. Y. Pl Superior Batch Mixer. 
Representatives: Strong-Scott Mfg. Co., Minneapolis, Minn.; r Name 
F. J. Conrad, Cedar Rapids, Ia.; A. D. Hughes & Co., Way- 4 site 
land, Mich., Clarence Wilkinson, Lansdowne, Pa. 
FB 1028 
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DealersShould HelpFarmers Analyze 
Their Dairy Needs 


Recommend Mixtures Which Utilize All Home Grown Grains Possible 
Get Patrons To Join Dairy Associations and Keep Milk Sheet Records 


By A. J. Cramer 


Wisconsin Dairy Herd Improvement Association 


ITH an exceptional grain crop 

\ \ and only a fair hay crop 

throughout the north central 
states, feed dealers are wondering what 
feeds they ought to buy for the benefit 
of their dairymen during the coming 
winter months. 

We all realize that dairymen should 
always utilize all the home grown 
grain possible in preparing 
their feed mixtures. At the 
same time it is necessary, 
and to the farmer’s advan- 
tage to buy certain supple- 
mentary ingredients in or- 
der to properly balance his 
rations. After interviewing 
several farmers I find they 
do not wish to buy any low 
grade commercial mixed 
feeds containing large 
quantities of fibrous mater- 
ials that have been sweet- 
ened with molasses, but 
they do intend buying 
high protein feeds to mix 
with their home grown 
grains. 

The average dealer does 
not want to sell this poor 
grade of feed, but the far- 
mer often demands it be- 
cause it is cheap. The high- 
er prices asked for the 
good 20 to 24 per cent commercial 
feeds often prevents farmers from buy- 
ing these better feeds. There is a place 
for good commercial mixed feeds, es- 
pecially the higher protein feeds to 
mix with home grown grains such as 
barley, oats and corn. The good com- 
mercial mixed feeds represent a source 
of variety, and it is rarely possible for 
the average farmer to buy all these ne- 
cessary ingredients separately. 


Many of the good 20 to 24 per cent 
commercial mixed feeds are the result 
of intelligent effort and have won good 
reputations among intelligent feeders. 
There are instances where they furnish 
a ready-mixed balanced concentrated 
mixture that is better than what could 


be secured by depending; on. unmixed - 


concentrates available in a given local- 
ity. : 

There are other commercial mixed 
feeds which include low grade by-pro- 


ducts which have a feeding value much 
lower than that of the better classes 
of mixed feed and which are sold at 
high cost. 

All commercial mixed feeds should 
be purchased (regardless of trade 
name) on the guarantee of amounts of 
crude protein, fat and fiber they con- 
tain. Before stocking up on commer- 


The above illustration of Holstein cows 
was drawn for The Feed Bag cover by J. 


Gielens, animal illustrator. end $1.00 to 
The Feed Bag for the above size cut to use 
in advertising your feeds. mg 

cial mixed feeds, the farmer should 
compare the amount of nutrients he 
can get for a dollar invested in these 
feeds and the well-known unmixed 
concentrates. 

A good way to try out feeds is to 
keep milk sheet records or to belong 
to a Dairy Herd Improvement asso- 
ciation, where their value may be read- 
ily checked In brief, “let the cow de- 
cide.” 

The farmer has found that the fine- 
ly ground commercial mixed feeds are 


not liked as well by the cows as those. 


of a coarser nature. He also has plen- 


* ty of chaff on the farm without buying 


it in the sack. I am referring to the 
low grade feeds that are filled. with 
screenings and low grade by-products. 
A number of farmers bought some of 
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these low grade feeds last winter, some 
of them containing only 1,300 pounds 
of digestible nutrients in a ton. This 
was an expensive feed to buy, since 1,- 
200 pounds of it included low grade 
trashy material. Such feeds often cre- 
ate an increase in milk flow for a short 
time but the cow suffers for the loss 
of body flesh. 

The feed dealer might 
well stock up on _ oats, 
wheat bran, gluten feed, 
gluten meal, cottonseed 
meal and linseed meal for 
the winter months. These 
feeds are recommended 
this winter to be mixed 
with ground barley or corn 
and ground oats which the 
farmer has on hand. 

Some possible changes in 
concentrate mixtures are as 
follows: 

1. Ground oats can be 
replaced by ground barley. 

2. Ground corn can be 
replaced by hominy feed 
or ground barley. 

3. A 15 to 16 per cent 
protein feed can be used in 
place of wheat bran. The 
bran is higher in phosphor- 
us and is found more lax- 
ative. 

4. A 24 per cent protein feed can be 
used in place of gluten feed. 

5. About 100 pounds of ground corn 
or ground barley may take the place 
of 125 pounds of finely ground corn 
and cob meal. 

Some rules for feeding concentrates 
are as follows: 

1. Feed about eight pcunds of grain 
daily for each pound of butterfat pro- 
duced. 

2. Feed one pound of grain daily 
for every three or four pounds of milk 
produced. 

Some common rations recommended 
this fall by practical dairymen to feed 
with different qualities of hay and good 
corn silage are: 


With Mixed Hay: 


Digestible crude protein 15.5% 
300 Ibs. grcund oats 
300 Ibs. ground barley 
200 Ibs. wheat bran 
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200 Ibs. gluten feed Digestible crude protein 11.5% 


200 Ibs. oil meal 300 Ibs. ground oats 
With Clover Hay: 300 Ibs. corn meal 

Digestible crude protein 13.5% 100 Ibs. wheat bran 
300 Ibs. ground oats 50 Ibs. oil meal 
300 Ibs. wheat bran 50 Ibs. gluten feed 
200 Ibs. ground barley Feed one pound of grain for every 
100 Ibs. gluten feed three or four pounds of milk produced 
100 Ibs. oil meal daily. The mixed hay ration is recom- 


With Alfalfa Hay: 


mended for fitting dry cows, feeding 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


PRY Wie, 
TRADE MARE REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN <——« 


L. 
MILWAUKEE WISCONSIN 


TEWELES SEED CO. 


Page Fourteen 


THE FEED BAG—OCTOBER, 1928 


from three to ten pounds daily. 

The practical busy dairyman appre- 
ciates dealing with a feed dealer who 
has a one or two ton batch mixer. The 
average farmer does not have a feed 
grinder and he does not mix his grain 
ration to any degree of uniformity. The 
feed dealer might be well posted to tell 
the farmer what mixtures or to what 
proportions his mixture should be, de- 
pending upon the quality of roughage 
he has to feed this winter. 

For example, when a farmer brings 
in a load of 500 Ibs. corn and 500 Ibs. 
oats to be ground, the feed dealer 
should grind these feeds for him and 
thoroughly mix them with the proper 
proportions of bran, gluten feed, - lin- 
seed meal or some high grade commer- 
cial mixed feed to bring the protein 
up to what is needed for the kind of 
hay available. This will save time for 
the farmer and it will help him to feed 
a more uniformly mixed ration and feed 
more economically if the feed dealer 
is equipped and posted on balancing 
grain mixtures. 

The feed dealer might well attend the 
meetings of a Dairy Herd Improve- 
ment association to learn just what 
feeds the tester is recommending and 
what amounts of high protein feeds 
should be kept in stock. In brief, the 
good feed dealer is a booster for bet- 
ter dairying and his advice should be 
a guide for the dairyman to follow. 
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Organizations Gaining Members 
With Campaigns in Progress 


Eastern Federation Drive Started; New England Group Adds 60 Members 


Central Association Extends Time of Booster Contest to November 15 


EMBERSHIP in the New 
M England Retail Grain Dealers’ 

association continues to grow. 
Assisted by members of the associa- 
tion the secretary has been making a 
personal canvass for new members. 
The results have been very gratifying. 
Nearly 60 new names were added to 
the roster during the month of July. 
The bulk of these were from the state 
of Vermont, where the work was con- 
centrated during that month. 

During August nearly 50 new mem- 
bers, principally from Maine and New 
Hampshire, joined the association. As- 
sisting in the canvass in Maine were: 
F. G. Millett, representative of the St. 
Albans Grain Co., St. Albans, Vt., and 
D. C. White, of the J. B. Ham Co., 
Lewiston, Maine. It is the purpose of 
the officials of the association to keep 
up this canvass until a minimum of 800 
members is reached. 

Secretary Leads Canvassing 

Work of this kind in the three north- 
ern states was purposely postponed 
until the summer months. Previously, 
special effort was expended in Massa- 
chusetts, Connecticut and Rhode Is- 
land. There are still a good many 
dealers in each of the six states who 
are not enrolled as members. Further 
effort will be made to bring the best 
of these in within the next two or 
three months, in order to complete the 
organization work before January first, 
which will mark the close of the first 
fiscal year. 

The secretary has been so occupied 
in canvassing for members that there 
has been very little time for anything 
else during the last few months. It 
is felt however, that the first essential 
is a large and representative member- 
ship, so that this important phase of 
the work has had the precedence during 
most of the year. President Wm. N. 
Howard has stressed the point that 
those who are already members can 
help a great deal to bring in those who 
are not, and from this appeal have 
come many offers of assistance particu- 
larly in the way of calling on prospec- 
tive members with the secretary when 
he is in the neighborhood. 

The rate of success in enrolling new 
members continues at about 85 per 
cent. 


HE booster membership drive of 
the Central Retail Feed asso- 
ciation is going over the top. 


Activity along the entire front indi- 
cates that a long list of new names 


ERT” FENN, Fenn & 

Meyer, Navarino, 

Wis., and H. A. 
Hoops, Black Creek. Wis., win 
the honors for being the first 
to send in new memberships 
in the Central Retail Feed 
association’s booster cam- 
paign. 

Mr. Fenn and Mr. Hoops 
spent a day together in their 
territory and came back in 
the evening with seven new 
applications and checks. 

just made a nice day’s 
work for Mr. Hoops and me, 
and we enjoyed it very much,”’ 
writes Mr. Fenn in an en- 
thusiastic letter which ac- 
companied the new member- 
ships. 

New members who were 
signed up by Mr. Fenn and 

r. Hoops are A. G. Keune, 
Seymour Flouring Mills, Sey- 
mour; J. B. Bloch, Seymour; 
Earl Smith, Clintonville Co- 
Operative Elevator, Clinton-_ 
ville; Louis R. Engel, Bonduel | 
Mercantile Co., Bonduel; S. 
Chaimson, Chaimson Mer- 
cantile Co., Shawano; Clem F. 
Hoelzel, Nichols, Wis. and H. 
F. Ricknagel, Seymour Co- 
Operative Exchange, Seymour. 


will be added to the organization's 
roster. 
Closing Date Postponed 

The committee in charge of the cam- 
paign announces that the contest will 
be extended for one month and will 
close November 15 instead of October 
15. This extension of time, in the 
opinion of the committee, will enable 
all who have entered the contest to 
pay another visit to their prospects, 
or complete a 100 per cent canvass. 
It will also provide an opportunity for 
late entrants and give all hard workers 
a chance to win the prizes which are 
offered. . 

F. F. Becker, Woodland Lumber & 
Grain Co., Woodland, Wis., was the 
first to enter the contest. The second 
entrant was G. W. Healy, Waterford 
Mills, Waterford, Wis. .New contest- 
ants are entering every day and indi- 
cations are that competition for first 
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N October 1 the membership 
O drive of the Eastern Federa- 

tion will officially begin. While 
it was originally planned to start thie 
membership campaign in September 
the executive committee decided to 
complete the preliminary arrangements 
before beginning the active drive. 

During September the local chair- 
men were appointed to supervise the 
drive in the 50 eastern territories. Each 
of these feed men will be supplied with 
the lists of prospective members in his 
territory and he will secure the co-op- 
eration of other feed merchants to 
work with him. It is expected that 
fully 200 members will take part in 
the campaign. ~ 

On October 1 a letter explaining the 
drive will be sént to each member, and 
an opportunity will be afforded for 
them to register their active support 
by filling out a questionnaire regard- 
ing the feed merchants in their sec- 
tions. At the same time a letter will 
be sent to every merchant. who is’ not 
a member inviting him to join and to 
become a campaigner. 

Several affiliated and local feed as- 
sociations will conduct simultaneous 
membership campaigns in their own 
territories. 

“We want every retail feed merch- 
ant to be a member of a local group 
and of the federation,” said W. S. Van 
Derzee, Albany, N. Y., president. “The 
next year or two will be critical ones 
for our business and if we are to make 
progress we must work together. Those 
who are not members will either be 
involved in business troubles or make 
their progress from the efforts of or- 
ganized merchants.” 


place, which will be determined by the 
largest number of new members signed 
up, will be as exciting as the Smith- 
Hoover race. 

Final Call to Action 

The letter mustering members for 
the drive, which was sent from the as- 
sociation’s offices, and is a final call 
to all, reads: 

“Here is your chance to do some- 
thing for yourself and the feed indus- 
try and at the same time to help give 
the Central Retail Feed association 
membership strength so that it can be- 
come a real factor in the industry and 
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powerful enough to do many necessary 
things for you. 

“The Central Retail Feed association 
is a going organization. It has been 
steadily growing in members and has 
live wire officers. It has been and is 


_ doing things. Before many of the im- 


portant problems now before the retail 
feed dealer can be solved, however, 
more members are needed. 
Personal Calls Urged 

“Will you call on the other dealers 
in your town and in a few neighbor- 
ing towns in the interests of the as- 
sociation and help us get these new 
members? We want you to make these 
calls between now and November 15, 
spending a full day at the work if pos- 
sible, or, if more convenient, parts of 
several days. 


The Monarch 


duced with little waste. 


plete information. 
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Corn Cracking 
and Grading Outfit 


The Machine with Top and Bottom 


Are You Buying Cracked Corn— 
Why Not Make It? 


This is a complete unit that steel cuts, grades and aspirates. 
Three uniformly sized grades, coarse, medium and fine are pro- 
Quality of product is second to none. 
The amount you can save between buying and making your 
cracked corn will soon pay for this outfit. 
ling and tripling cracked corn sales since installing it. Just the 
outfit needed in the feed store or custom mill. 


Ask for catalog F. 


SPROUT, WALDRON & CO. 


Box 318 Muncy, Pa. 


Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bidg. 


“Make these calls yourself or in 
company with one or more other deal- 
ers located near you. If you want to 
make the calls alone fill out the en- 
closed questionnaire now and return 
to this office in stamped addressed en- 
velope enclosed herewith. If you want 
to make the calls in company with 
other dealers, call them by telephone 
today and make necessary arrange- 
ments. Then fill out the inclosed 
questionnaire, giving us the names of 
the dealer or dealers who will join 
with you for the booster trip. 

“It’s important for us to have you 
return the questionnaire without de- 
lay. We'll send necessary application 
blanks, names of dealers for you to call 
on and other material. The help of 
every member is needed. We are 


Screen Ball Bearing Cutter 


Users report doub- 


Write for com- 
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counting on you. 

“Surprise prizes of real value will be 
awarded to the individuai or booster 
team which secures the most new 
members.” 

It is not too late to enter the con- 
test. More than a month is left in 
which members may call on_ their 
neighbors and friends and induce them 
to join. A late entrant, if he is a hard 
worker, may win a prize. You can 
never tell. 

The slogan is “Over the Top.” 


County Dealers Meet at 
Malone, N. Y. 


The members of the Franklin Coun- 
ty Feed Dealers’ association acted as 
hosts to visiting dealers from St. Law- 
rence and Clinton counties at their 
summer meeting held at the Club res- 
taurant, Malone, N. Y. 

Charles E. Brush, Moira, N. Y., is 
president of the Franklin county orga- 
nization and presided at the meeting 
Following the regular business ses- 
sions, C. W. Spencer, New York sales 
manager for Park & Pollard Co., was 
introduced and announced that Profs. 
H. H. Wing and G. W. Cavanaugh . 
would give talks on “Better Feeding 
Practices” as a part of the company’s 
plan to help retail dealers to know the 
new developments in feed composition 
and feeding methods. 

C, A. Massey, secretary of the 
Franklin ‘county association, reports 
that the meeting was one of the most 
interesting and best attended that has 
been held in several years. 


WARD G. ACKERMAN, Altamont, 
N. Y., has now completed the installa- 
tion of machinery in his new mill. Mr. 
Ackerman bought out the Fort Orange 
Feed Co. when their old mill burned 
about a year ago. 


JAMES H. GRAY MILLING CO., 
Little Valley, N. Y., is building an ad- 
dition to its plant which will include 
a-molasses mixing section and addi- 
tional sacked and bulk grain storage. 
E. B. Dunbar, manager of the plant 
and president of the Mutual Millers’ 
and Feed Dealers’ association, said that 
the new addition will provide storage 
for several thousand bushels of grain 
and greatly increase their feed produc- 
tion. 


WALTER EHMAN, West Valley 
Mill Co., West Valley, N. Y., has re- 
cently returned from an automobile 
trip to the Thousand islands and Adi- 
rondack mountains. He was accom- 
panied by Mrs. Ehman and relatives. 
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Eshelman & Sons Advertise to Sell 
Feed Dealer to Rural Trade 


Stress Importance of Retailing System to Farmer; Hits Car Door Selling 
Plan Supplements Work of New England Retail Grain Dealers Association 


HY is a feed dealer? 
\ John W. Eshelman & 
Sons, feed manufacturers at 
Lancaster, Pa., are explaining this 
question to farmers in an advertising 
campaign, which is arousing consider- 
able comment among retail dealers in 
New England. 

Force of the campaign is. directed 
toward elevating the retail distribution 
system of feeds to its proper place and 
to curb the car door selling method. 
Full page advertisements are appear- 
ing regularly in the New England 
Homestead, a farm paper. 

Lynne P. Townsend, secretary of 
the New England Retail Grain Deal- 
ers’ association, praises the plan in a 
recent letter to The Feed Bag. He 
writes: 

“The retail grain trade of New Eng- 
land has been aroused to considerable 
comment over the recent move by 
John W. Eshelman & Sons, Lancaster, 
Pa. This concern, which does a large 
business in the New England territory 
-and which has always been deeply in- 
terested in the movement to provide 
some method of meeting and offsetting 
the offensive continuous!y carried on 
by the representatives of the car door 
system of distribution, have begun a 
campaign of advertising in the New 
England Homestead designed to as- 
sist in that movement. 

“This advertising, which occupies 
page space and which it is understood 
will be carried on regularly for the 
next six or eight months at least, does 


not mention the branded feeds which — 


the concern sells, nor does it concern 
itself with any claims for the com- 
pany in any way. The whole theme 
and purpose of the advertising is for 
the local dealer and in support of the 
system of distribution which he repre- 
sents. Appearing as it does in the 
New England Homestead, this mes- 
sage is reasonably sure to be carried 
to by far the largest majority of feed 
users in the territory. 

“Although the first of this advertis- 
ing appeared only September 21, there 
has already been much comment on it, 
particularly by dealers who attended 
the Eastern States Exposition at 
Springfield. The consensus of opinion 
seems to be that’ this advertising 


should do a great deal of good, es- - 


Two Advertisements of Eshelman’s Dealer Campaign 


pecially by, bringing into open discus- 
sion the relative merits of the car door 
and the regular system of doing busi- 
ness. Except) for the advertising of a 
similar nature carried on by the New 
England association last spring, there 
has never before been a definite at- 
tempt to call the consumer’s attention 
to the advantages of purchasing his 
feed fiom the one permanent, depend- 
able source, the local dealer. The 
Eshelman experiment will be well 


worthwhile if it demonstrates to the 


entire trade the wisdom of keeping 


‘continuously before the public with 


this type of work.” 


H. N. VREDENBURG, represent- 
ing Sprout Waldron & Co., Muncy, 
Pa., announces that the Empire State 
Alfalfa Mills, Munnsville, N. Y., have 
placed a contract for a complete new 
feed plant to replace their mill which 
was burned two years ago. 


C. L. HALLOCK, Oxford, N. Y., 


‘ has installed a new ball bearing top 


screen corn cutter and complete mo- 
lasses equipment. 


G. C. CHAPIN, West Oneonta, N. 
Y., has added some new machinery to 
his mill. Mr. Chapin recently fell from 
his truck, breaking the bones of his 
left elbow. 
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O phase of the work now being 
N carried on by the New Eng- 

land Retail Grain Dealers’ as- 
sociation has received such general ap- 
proval as the advertising which was 
published in the New England Home- 
stead. This is revealed by opinions ex- 
pressed by the majority of dealers who 
have joined'the association within the 
last two months. There is every rea- 
son why it should be the case. 

There are, roughly speaking, two 
methods of grain and feed distribution 
in New England—‘car door” business 
and the regular retail system as rep- 
resented by about 1,500 dealers scat- 
tered throughout the six states. For 
approximately ten years the “car-door” 
type of business has been in operation 
and during all that time it has been 
effectively promoted by advertising and 
other propaganda. 

This work has concerned itself far 
more with advocating the system of 
car-door distribution than with the 
branded feeds which the car door ad- 


‘ vocates handle. During the decade, this 


type of business has increased from 
nothing to over $8,000,000 annually on 
the part of the leading distributor with 
probably over half that amount of busi- 
ness done by the next largest concern 
doing principally car door distributing. 

During the ten years in which this 
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HERE’S THE COMPLETE LINE OF 


CHAPIN KERNELS 


The new feed for all kinds of Poultry that 
sells as fast as the dealers can get their 
orders filled. 

All four feeds are made in the form of little Kernels. Two 


at left are small in size; two at right are large—about coarse- 
scratch size. 


First three at left are All-Mash feeds—no scratch grain 


necessary. One at right, Kernel Egg-Mash, is a regular egg- 
mash to be feed with scratch. 


All four feeds, in making, are steam cooked, toasted, 
mineralized. Start-All, for baby chicks, contains the best 
grade of Cod-Liver Oil. 


Poultrymen quickly recognize the superiority of a feed in 
Kernel form. It means less waste, less disease, more eggs at 
a much lower feed cost. 


Send for samples and two circulars that tell the complete 
story—including selling-talk that will induce your poultry- 
feed customers to try a few sacks. 

Chapin Kernels is the one feed that your competitor cannot 
imitate with a ‘‘just-as-good”’ feed at a lower price. It will 
pay you to secure the exclusive sale of Chapin Kernels in 
your town or city. 


CHAPIN & COMPANY 
327 South La Salle Street 


Chicago, Illinois 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 
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business has been developing there has 
been little or nothing done in an or- 
ganized way to mect the arguments 
which advocates of the system have 
advanced. If they chose to tell the 
farmer that he was much better off to 
buy his grain and feeds at the car door 
there was no one and no way to point 
out the fallacy of the statement. If 
some of their agents, in misguided en- 
thusiasm, chose to promulgate the im- 
pression that the local dealer was a 
useless cog in the wheel and possibly 
something of a “gyp” there was no one 
to defend the dealer against the charge. 
But over and above all this, there has 
been until now no method nor agency 
which could put before the customer 
the unquestioned merit of the orthodox 
system of distribution, or to keep him 
sold on this complete, efficient, and 
generally satisfactory method of buy- 
ing his grain and feeds. 
Association Now on Job 

The advertising which the New Eng- 
land association has done and the ef- 
fort it is now putting forth to do this 
very thing, constitutes the very first 
movement of this kind ever undertaken 
in New England, a movement which in 
all wisdom should have been started 
eight or ten years ago. 

It is the purpose of the officials and 
the directors of the association to vig- 
orously carry forward this kind of 
work. Already there is promise of 
good support for it and there is every 
reason to feel that more and ample 
support will be forthcoming. No longer 
will the statements and claims of com- 
peting systems of distribution go un- 
answered and unchallenged. No longer 
is the local dealer without a means of 
defense or an advocate. No longer 
need the advantages of his system of 
doing business remain untold. Now, 
for the first time in his history, has the 
retail dealer a real voice and one ready 
to be lifted in his behalf at all times. 

Retail dealers who are officers and 
directors of the association are grati- 
fied at the splendid response which has 
been accorded the launching of the as- 
sociation. They welcome to their mem- 
bership the ever-increasing number of 
dealers who see this matter as they do, 
and they earnestly urge those who 
have not joined the association to come 
in now and thus help to carry forward 
the first organized movement to place 
the local grain dealer in a well de- 
served and favorable light before the 
consumer. 


JOHN W. RYAN, Port Chester, N. 
Y., has installed a new high speed corn 
cutter. 
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Feed Distributors Are Considering 


Question of Reorganization 
Will Form Independent Body or Merge With Grain Dealers National 


Decision to Depend on Results of Referendum Submitted to Members 


of the United States Feed Dis- 

tributors’ association is now be- 
ing taken to determine whether the or- 
ganization shall carry on independently 
or merge its interests with the Grain 
Dealers National association. 

Decision to undertake the referendum 
was made at the eighth annual con- 
vention of the association, which was 
held at Boston, September 24. It was 
practically the only subject brought up 
for discussion and all officers of the 
association were re-elected, as follows: 

_ All Officers Re-Elected 

M. C. Burns, Buffalo, president; D. 
G. Lowell, Minneapolis, first vice-presi- 
dent; O. A. McCrea, Minneapolis, sec- 
ond vice-president and D. J. Schuh, 
secretary-treasurer. Directors in ad- 
dition to the above named officers are: 
John Caldwell, St. Louis; George W. 
Hoyland, Kansas City, Mo.; W. O. 
Fehling, Philadelphia; L. C. Newsome, 
Pittsburgh; E. C. Dreyer, St. Louis: J. 
W. Jouno, Milwaukee; W. G. Mish, 
Washington, D. C., and J. B. E. Cur- 
rie, Boston. 

In a circular letter mailed to mem- 
bers with the referendum ballot, Presi- 
dent Burns outlined the following rea- 
sons favoring an independent body, 
compiled from views of various mem- 
bers of the board of directors: 

Arguments Favoring Independence 

(1) Many of our members are not 
served in the activities of the Grain 
Dealers National association since 
their interests, while similar in many 
instances, are identical in few. 

(2) Inasmuch as the feed arbitra- 
tion personnel of the Grain Dealers 
National association is recruited from 
the membership of your association, its 
accomplishments are reflected in the 
activities of the Grain Dealers National 
association instead of in ours. There- 
fore, it has been submitted that on this 
score, as an independent body, our 
members would entertain a greater ap- 
preciation of our organization’s value 
to them. 

(3) Our members would then be 
kept conscious of the necessity for 
their association’s continuance. 

(4) Our members would then take 
more pride in and give more of their 
needed consideration to the affairs of 
their association, since they would 
have a sense of responsibility for its 


R oi tte uniter of the members 


life. 

This association could. then hold its 
annual meetings at such time and place 
as may be desirable for its members. 
At such meetings opportunity (now 
lacking) would be had, for well attend- 
ed meetings, and serious discussions of 
your problems. 

(6) A larger membership should re- 
sult since many feed distributors not 
identified with us or with the Grain 
Dealers National association would 
join our ranks. 

Arguments Favoring Merger 

Reasons against forming an indepen- 
dent body and favoring a merger with 
the Grain Dealers National assccia- 
tion, with the understanding that that 
organization change its name to Grain 
& Feed Dealers’ National association, 
are as follows: 

(1) The prestige of a larger Grain 


and Feed Dealers’ association. 

(2) The presence of practically 
every advantage to be found in an in- 
dependent association. 

(3) The permanency of the asso- 
ciation. 

(4) Elimination of duplication of 
effort in overlapping activities. 

The circular letter further says: 

“Your board of directors did not 
officially endorse the proposition here- 
in, but the individual expressions of 
board members, while in session fol- 
lowing the annual meeting, were some- 
what mixed, with a rather general lean- 
ing towards an independent body. Some 
of the board members were emphati- 
cally in favor of the formation of an 
independent body, while none present 
at the meeting were opposed to such 
procedure. You are urged to give this 
matter serious consideration.” 


Michigan President Urges 
Dealers’ Full Support 


Michigan Grain, Feed and Hay 
® Dealers’ association, with head- 
quarters at Lansing, includes the fol- 
lowing pertinent paragraph in a greet- 
ing recently mailed to his members: 
“As I see it there is but one way to 
make our association a success, and 
that is for each member to take an 
interest in it. Do not place the res 
sponsibility of making a success of the 
organization entirely up to your offi- 
cers. No organization can live up to 
the full measure of its possibilities un- 
less the members as a whole feel it 
worthwhile. A few active officers or 
a few active boosters cannot do much; 
it is the attitude of the rank and file 
that counts. To make our associa- 
tion alive, and vigorous and a real ben- 
efit to the industry we represent, each 
member must take an active part. We 
have proven by the many big things 
accomplished during the twenty-seven 
vears existence of our association, that 
by co-operating with one another in an 
organization of this kind, results can 
be secured which would not be obtain- 
able by individual effort. Each year 
brings forth new problems in our busi- 
ness, but they can be solved by all of 
us working together.” 


J E. MALONEY, president of the 
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The Michigan association is now en- 
gaged in a membership campaign with 
the expectation of gaining at least 50 
new members during the next four 
months. The state has been divided 
into eight districts, each in charge of 
a captain who will receive his instruc- 
tions as to the plan to be followed in 
covering his district from John Orr, 
Saginaw, general chairman of the com- 
mittee on membership. Local meet- 
ings will be held in each district. 

Standing committees for the ensu- 
ing year have been appointed by Pres- 
ident Maloney as follows: Committee 
on Arbitration: Chairman S. O. Dow- 
ner, Saginaw; Lee Todd, Corunna and 
Lee Swift, Lansing. Committee on Le- 
gislation: Chairman, C. E. Noyes, 
Jackson; Floyd Mitchell, Weidman and 
Jos. Frutschey, Saginaw. Committee 
on Statistics: Chairman L. E. Mar- 
shall, Lansing; John Coup, Saginaw; 
and Jas. Kerr, Melvin. Committee on 
Transportation: Chairman, C. G. Frey, 
Lansing; Paul George, Saginaw and E. 
P. Rendall, Lansing. 

ED. WILKINSON, Wilton, Wis., is 
recuperating from a_ serious illness. 
The Feed Bag and his many friends 
wish him a speedy recovery. 
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Gold Medal “Mixed-Car” Plan Offers 
Complete Flour and Feed Stock in 1 Car 


Lowest freight rates—Reduced inventory 
3 times faster turnover—Higher Profits 


peed you can carry a com- 
plete Jine of Flour and Feeds 
with just 14 of the capital you 
formerly needed. You make more 
money—bigger profits—in 5 vital 
ways. 


You can do business on less capital; 
you treble your turnover, getting 3 
profits on each dollar instead of 1; 


keep stocks always fresh; need less ; 


warehouse space; lower your in- 
ventories; and still carry a com- 
plete line of all types of feed. 


This is How 


The Gold Medal ‘“Mixed-Car” 
plan is the modern, economical 
way to buy flour and feed stocks. 
It gives you in one car the most 
complete line of quality flour and 
feeds (65 varieties) ever offered. 
And to get lowest freight rates you 


need no longer buy 3 cars—one 
car supplies all. 


Check it Here $ for $ 


Under the old system your invest- 
ment ran like this: 


1 Car Manufactured Feeds..$1,200 
1,600 


Under the modern Gold Medal 


‘“Mixed-Car”’ Plan you invest: 
Feeds (your 
Total $1,175 
65) (Approximately) 
Flour 


Gold Medal Feeds have always 
been easy and profitabic to sell. 
Backed by the reputation and 
experience of the world’s largest 


millers. Backed by continuous, 
increasing farm paper advertising. 
Backed by a money-back guar- 
antee, and by a merchandising 
plan that moves the goods. 


Now the ‘‘Mixed-Car”’ Plan makes 
Gold Medal Flour and Feeds the 
easiest, most profitable line to buy. 
By providing a fast-moving line of 
complete feed requirements, at 
about 14 of the capital investment 
formerly demanded. 


Get complete details of the new 
Gold Medal ‘“Mixed-Car” Plan 
now. See how it guarantees more 
profits in your own business. Ask 


our salesman, or write us direct. 
Care of Dept. B-8 


Washburn Crosby Company 
Millers of Gold Medal Flour 
and Gold Medal Feeds 


Minneapolis, Minn., Kansas City, Mo. 


MEDAL 


POULTRY FEEDS, HOG FEEDS AND Dairy RATIONS 
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Why Not Now? 
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Advertising Records Preserve Ideas, 


Measure Sales Results 


Every Dealer Should File Old Ads and Keep Check on Pulling Power 
Efficient Follow-Up System is a Very Necessary Part of a Campaign 


RE, you ever hard pressed for a 
A thought in constructing adver- 

tising copy? Do you know 
which of your copy pulled best last 
year? Do you know why advertising 
fails, when it falls flat? Do you 
know what type of copy pulls the 
best returns, and then do you con- 
sistently use that copy? 
tice continuity of copy? These are im- 
portant questions. Carefully kept rec- 
ords will tell you the answer. 

“I find it is a good plan to keep 
a regular file of advertising ideas right 
on my desk,” says a feed dealer who 
does his own advertising and does it 
well, “for I can slip all clipped ar- 
ticles from magazines on advertising 
and selling right into this file. I call 
it a desk book file of ad ideas—a 
book, with pocket pages, which may 
be procured from almost any stationery 
store. 

Keeps Seasonal File 

“TI keep all spring and fall, summer 
and winter advertising so I can quickly 
spot good ideas if I want to use them. 
I also keep articles separate from 
clipped ads, and my own ads are kept 
in a separate book, with a statement 
of results obtained from each. I can 
tell what copy pays best, even if I only 
trace two sales to one ad. The ads 
to which I cannot even trace an order, 
I know at once didn’t pull. ' 

“By filing my copies with a note of 


the day it was used and the sales 


which followed, I have gradually ac- 
quired a good scientific basis on which 
to construct future copy and make fu- 
ture expenditures. The cost of each 
ad is noted down, together with the 
percentage of expenditure per gross 
sales for the year as a guide for the 
future. 
Preserves Good Points 

“Such a file not only enables me to 
repeat the performance when I choose, 
but it insures the success of the ven- 
ture, which is thus taken out of the 
realm of speculation and experiment, 
and put into the class with profitable 
experiences. 

“IT can also keep track in this 
way of what my competitor is doing 
and size up the results of his adver- 
tising by measuring it up with my 
own. By keeping a record of results 


Do you prac-’ 


obtained from your advertising you 
can soon learn which is the most pro- 
fitable medium. and why. 

“By studying the other fellow’s 
methods andi analyzing his advertising 


copy you can frequently pick up many ’ 


valuable pointers which are not ordi- 
narily observed at’ first sight or ap- 
parent from a single reading, but which 
upon mature reflection and a little 
study will loom up as a matter of sig- 
nal importance. 

Step In Merchandising 

“Another important hearing on ad- 
vertising is the condition of the wea- 
ther, the day of the week or month, 
the season, and, of course, the perma- 
nent record will tell all this if properly 
kept. A good advertisement which 
may have pulled under ordinary condi- 
tions, may have been dampened by the 
weather, or frozen out because of the 
season. Keeping check on these phases 
also helps to frame more scientific ad- 
vertising adventures for the future. 

“By keeping tab on good advertis- 
ing ideas and studying this problem 
with a file which may be gone over oc- 
casionally and thought about, you can 
not only get a better grasp on your 
business catching problems but you 
also become a better ‘merchandiser’ 
and so forge ahead of your competi- 
tors. 

“Successful advertising must, of 
course, carry a sales message. To 
merely saturate the community with 
a feed dealer’s name is not enough. 
The customer must know why he 
should buy your flour and feed in pref- 
erence to the other fellow’s. There are 
too many competent competitors, who 
make your advertising cost too much 
when measured by results, unless you 
know what you are doing and why 
your copy should pay if it doesn’t. 

“Letters sent to customers, telling 
them why they should buy your flour 
and feed all help to pave the way for 
sales. Following up these letters with 
telephone calls helps to clinch sales, 
and personal solicitation also helps’ to 
catch the business but until you have 
tried this method and noted it down 
in your file you don’t really know 
whether it is going to pay you to re- 
peat the experiment or not. Sending 
out letters alone will not bring a flood 
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of orders, of course. A follow-up is 
always required. 

“Advertising assumes many forms. 
In some localities newspaper adver- 
tising is the best, while in others di- 
rect-mail selling proves better and less 
expensive than any other means. Some 
feed dealers get good results from ad- 
vertising in the telephone directory. 
Others use blotter advertising, post- 
cards and billboards. Some use mov- 
ing picture slides, souvenirs, and what 
not. But, until you have experimented 
with ali of them you hardly know 
which pulls best, or which can be used 
in conjunction with all of your pub- 
licity and selling stunts to reap equally 
good results. 

“Keeping tab on your advertising 
ideas is the only method which paves 
the way to successful and intelligent 
sales efforts.” 


RYTHER & WARREN, grist mill 
and grain elevator, Belchertown, Mass., 
was destroyed by fire, September 27, 
with an estimated loss of $50,000. 


E. B. SAVAGE, president of the In- 
ternational Sugar Feed Co., Minneap- 
olis, returned from an extensive trip in 
the South and West. He reports that 
prospects for a big feed business this 
season are very good. Dealers’ stocks 
appeared to be low and he expects big 
business later. The firm has a branch 
in Memphis, Tenn. 


JACK STEWART, Reliance Feed 
Co., Minneapolis, was operated on re- 
cently for appendicitis. He is now 
fully recovered and has been at work 
most of the month. 


FRANK McNALLY, Banner Grain 
Co., Minneapolis, has just returned 
from a honeymoon trip which was of 
two months’ duration. 


E. J. CRANE, Chippewa Falls, Wis., 
has opened a branch warehouse at Col- 
fax, Wis., having purchased the flour 
and feed business of J. A. Freestone. 


MANLY’S FEED MILL, Mason 
City, Ia., which has been in the pro- 
cess of erection during the past few 
months, is now open for business. 
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To Handle Feed 


By W. E. Suits 


President, American Feed Manufacturers Association 


N considering how to direct my 
| remarks, it seemed to me that I 

could appropriately divide the 
membership of this association and the 
convention into three groups. First, 
the operators on the grain exchanges 
and exporters of grain; second, the 
owners and operators of country eleva- 
tors in the Midwest; and third, the 
grain and feed dealers in the territory 
east of the Pittsburg-Bufialo line. 

My message to the first group is ex- 
ceedingly brief, and it is that of the 
customer rather than from any other 
angle. I feel confident that the mem- 
bership of the American Feed Manu- 
facturers’ association, which produces 
from 5 to 10 million tons of feeding 
stuffs per year, grouped together, is 
probably the largest single group of 
customers for grain which you gentle- 
men have today. 

Equipped for Service 

There are places where you and we 
become competitors, and I can only 
suggest on those occasions where we 
have succeeded in diverting some of 
the business on grains to ground mixed 
feeds, that you will please bear in mind 
we are probably selling some of the 
goods we have bought from your 
group, together with the service which 
we are best equipped to render to the 
public. 

To the second division, the midwest 
country elevators I have a more defi- 
nite message. A great many of you 
already handle feeds and fertilizers in 
conjunction with your grain business, 
and if any of you here are not doing 
so, I will urge strongly that you make 
the start as soon as you can equip, 
yourselves to do so. 

Elevators Handle Feed 

There has been a pronounced swing 
in this direction among the country 
elevators of Ohio, Indiana, Illinois and 
states west of the Mississippi river 
within the last couple of years. Do not 
be diverted from this course because 
you are in a grain exporting state, or 
grain surplus section of the state, be- 
cause all over the corn belt, the farmers 
have almost unanimously changed 
from 100 per cent grain farming to 
mixed agriculture. 
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There is an enormous and a con- 
stantly growing opportunity for the el- 
evator man of the midwestern states 
to merchandise feeding stuffs and fer- 
tilizers. In the smaller towns, he is 
the natural distributor. Most of the 
intelligent farmers these days are not 
only keeping hogs, cattle and poultry 
to consume their home grown crops, 
but their education has shown them 
that to get the best results from feed- 
ing these crops, it is essential that they 
have concentrates in great quantities 
as supplemental feeds. 

Words to Eastern Dealers 

When I received the invitation to 
appear before you today, my accept- 
ance was decided by two reasons. First, 
I wished to show you and your manag- 
ing committee my appreciation of the 
compliment; and, second, I was told 
that there would probably be present 


_in the neighborhood of 1,000 of the 


eastern grain and feed dealers—at least 
preparations were being made for such 
an attendance. I felt that this would 
be an unequalled opportunity to meet 
and greet a large number of eastern 
friends whom I knew in the past, and 
have for many years been patrons of 
my own company and the others who 
belong to the American Feed Manufac- 
turers’ association. 

To this eastern group of members 
of the Grain Dealers’ National asso- 
ciation, allied local associations and 
visitors, I wish to extend the ‘heartiest 
greetings from the feed manufacturers 
of the country who have elected me as 
their president for three consecutive 
terms. You dealers located east of 
Chicago are our principal customers 
and, without your support, we, as a 
feed manufacturing industry, must 
either pass out of existence, or dis- 
cover some other method of distribut- 
ing our products. We know of your 
problems—they; are constantly under 
discussion in our councils—we glow in 
your prosperity, and we droop in your 
adversity. 

Co-operative Feed Buying 

Within the past ten years there has 
been one marked development in east- 
ern feed distribution, which has had a 
distinct influence on the prosperity of 
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Rural Elevator 


W. E. Suits 


some of the feed manufacturers, as well 
as yourselves, which, I think is most 
appropriately referred to as the direct 
buying by farmers and groups of farm- 
ers without the services of the local 
feed dealers, 

Neither can we assume that the 
farmers or any other group, are doing 
wrong in co-operating. If they wish 
to co-operate, there is nothing which 
can be said against it—that is their 
right. The only question is, whether 
or not they, as successfully, can do 
what you and we are doing. It is my 
belief that they cam not offer the serv- 
ice as well, or as economically, as the 


‘older agencies of manufacturers and 


individual feed dealers. The manufac- 
turers have had long experience in this 
business of producing commercial 
mixed feeds. My own association 
with this business began about the time 
it became a thing of national interest, 
something like 35 years ago. In those 
earlier days the object was not so 
much to induce the farmers to use a 
balanced ration, as it was to show 
them the benefits of grinding their 
grains before they were fed. Likewise 
to show them the advantages of many 
of the by-products which were either 
wasted, or could be obtained at consid- 
erably less than their real value. After 
this process of education, came the 
matter of mixing feeds into more or 
less well balanced rations, and selling 
them ready mixed to the farmers. This 
business was developed by us manuiac- 
turers and you dealers without much 
assistance from the colleges or the 
press—in fact it was largely developed 
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A. S. MacDonald 


Other feed manufacturing institu- 
tions have comparable institutions. 
They realize that they must not only 
think their feeds are right, but be able 
to prove that fact unquestionably. 

This is the manufacturers’ answer to 
the co-operative feeds, the co-operative 
buying and the home mixing recom- 
mended by the educational institutions 
and the press. Progress is our motto 
and decisive accomplishment is our 
aim. 

Dealers vs. Co-operatives 


What have the eastern feed dealers 
done to meet this new competitor, be- 
cause, shorn of all unessentials, that is 
all the co-operative means to you. I 
know that some feed dealers, in some 
sections, seem to have met the situa- 
tion and are coming through prosper- 
ously, which leads me to wonder why 
it is not more generally true. I am 
fearful that I cannot offer a sugges- 
tion under these circumstances to a 
dealer of small initiative and imperfect 
resources. 

You cannot depend, upon any asso- 
ciation, manufacturers, retailers, grain 
dealers or others to save the situation 
in your case. Outside help will not 
zo deeply enough into the problem--: 
it cannot—because outside help is not, 
and cannot be, permanent. You alone 
are the fixture in the individual mar- 
ket where the problem is met by you. 

Now I did not come down here to 
tell any of you how to run your busi- 
ness. I believe there are half a dozen 
or more good sized retail feed stores 
under my general directions, but my 

(Continued on Page Twenty-nine) 


Peoria to 


Entertain 


Next Convention 


By David K. Steenbergh 
Managing Editor of THE FEED BAG 


OSTON was host to the Grain 
B Dealers’ National association and 

its afhliated organizations Sep- 
tember 24-26, when all delegates and 
visitors were so graciously received, 
made welcome and royally entertained 
that New Englanders can never be 
spoken of as “cold” or the famed hos- 
pitality of the South exclusively praised 
in the hearing of the. grain trade. 

More than 500 persons registered at 
convention headquarters, which was 
maintained at the Hotel Statler. The 
Boston Grain & Flour Exchange and 
the Boston Curb Exchange were offi- 
cial hosts. Business sessions were held 
each morning and unrivalled enter- 
tainment, including a banquet, Chinese 
hop, harbor trip, historic tour, golf 
tournament and theater party filled the 
afternoon and evenings. 

MacDonald Elected President 

One of Boston’s own popular grain 
men, A. S. MacDonald, was elected 
president of the association at the con- 
cluding session of the convention. S. 
P. Mason, Sioux City, Ia., one of the 
hardest workers in the organization, 
was elected first vice-president. George 
E. Booth, Chicago, well-remembered 
for his membership activities the past 
few years, was chosen second vice- 
president and Charles Quinn, Toledo, 
re-elected secretary-treasurer. 

The following directors were elected 
for two years: 

F. E. Watkins, Cleveland, Ohio; 
Mark Steele, Buffalo, N. Y.; H. W. 
Reimann, Shelbyville, Ind.; W. B. 
Johnson, Enid, Okla.; W. W. Manning, 
Fort Worth, Texas; John A. Reynolds, 
Albany, N. Y.; W. Carey Cook, Fort 
Collins, Colo.; L. W. Forbell, New 
York City; H. R. Wilber, Jamestown, 
N. Y.; John H. Caldwell, St. Louis, 
Mo.; Bert T. Dow, Davenport, Ia.; R. 
W. Hale, Nashville, Tenn.; John S. 
Green, Louisville, Ky.; C. C. Isely, 
Dodge City, Kans.; and A. C. Koch, 
Breese, Ill. 

For one year: F. A. Theis, Kansas 
City, Mo.; L. E. Osmer, Lansing, 
Mich.; J. A. Sturges, Easthampton, 
Mass., and Howard Lipsey, Chicago, 
Ill. 

The opening session of the conven- 
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tion, September 24, was featured by 
addresses of welcome by Mayor M. E. 
Nichols, of Boston, and Pres. A. K. 


Tapper, of the Boston Grain & Flour . 


Exchange, responded to by Mr. Mason 
and followed by the president’s annual 
address by C. D. Sturtevant, Omaha, 
and the report of the secretary-treas- 
urer, Mr. Quinn. 

Mr. Sturtevant called attention to the 
wonderful record of the grain trade in 
transacting business efficiently and at 
a small margin. “We serve our coun- 
try in the distribution of grain,” he 
said. “We take it from the farmer and 
deliver it to the consumer and during 
this generation of progress, our method 
of distribution has so advanced that 
today there is no basic commodity upon 
which the cost of distribution, includ- 
ing all the middleman’s profits, is so 
low as in the case of grain.” 

Quinn Reports Progress 

Secretary Quinn described the activi- 
ties of the association with respect to 
trade rules, arbitration, transportation, 
and legislation. He said that trade 
rules and arbitration had reached a 
point where they could almost be han- 
dled in a routine way but that trans- 
portation and particularly legislation 
were still unsettled and troublesome. 
The most troublesome legislation 
which was necessary to combat during 
the past year was the McNary-Haugen 
bill and other propositions for farm 
relief brought forward by various agi- 
tators and so planned that they would 
work great hardship on or practically 
eliminate the grain trade organizations 
as they operate today. The associa- 
tion’s attitude toward the farm relief 
plans and the various plans in them- 
selves were explained. 

The session closed with awarding the 
booster membership prizes to Leo Po- 
tishman, Fort Worth, Texas, who se- 
cured 36 new members; Stratton Grain 
Co., Chicago, 19; E. B. Wingate, Den- 
ver, and C. B. Helm, Cleveland, 10 
each. 

Less Call for Arbitration 

Two addresses, “Constructive Opti- 
mism,” by Dr. Stanley L. Krebs, New 
York City, and “What Arbitration of 
Trade Disputes Means to the Com- 
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merce of the Country,” by Dr. Wesley 
A. Sturges, professor of law at Yale 
university, New Haven, Conn. Reports 
of the various committees occupied the 
attention of delegates Tuesday morn- 
ing September 25. The seven arbitra- 
tion committee chairmen had little to 
say as compared with reports of pre- 
vious years which indicates that the 
responsibility of various grain firms do- 
ing business in this country has great- 
ly increased. 


The final session of the convention, 
September 26, was featured by the ad- 
dress of W. E. Suits, president of the 
American Feed Manufacturers’ associa- 
tion and vice-president of the Quaker 
Oats Co., which is published elsewhere 
in this issue of The Feed Bag. Re- 
ports of several special committees 
were heard and election of officers 
for the ensuing year, completed the 
business of the convention. 

Too much cannot be said in praise 
of the various Boston convention com- 
mittees. Mr. Tapper served as chair- 
man of the executive committee; H. L. 
Hammond, chairman of the finance 
committee; Carl J. B. Currie, enter- 
tainment; Paul T. Rothwell, transpor- 
tation; Edward G. Morris, hotel; Wil- 
liam H. Driscoll, publicity; Fred S. 
Colby, decorating; Frank A. Noyes, 
weather, and Mrs. Paul T. Rothwell, 


ladies’ reception. 

The entertainment committee was di- 
vided into six sections, each in charge 
of one phase of the entertainment and 
each striving to outdo the other in its 
efforts to increase the pleasure of the 
convention delegates. John A. Schroe- 
der was vice-chairman in charge of the 
harbor trip, which included a visit to 
the navy yard, where all were privi- 
leged to inspect Old Ircnsides. A fa- 
vored few were granted the rare privi- 
lege of a submarine trip. O. E. Lap- 
ham was vice-chairman in charge of 
the historic tour; George Catlin, Chi- 
nese hop; R. S. Wallace, theater; W. 
H. Mitchell, Jr., golf and H. L. Atwell, 
banquet. The banquet was the crown 
jewel of the entertainment program. 
The dinner was excellent and the pro- 
gram which followed both interesting 
and entertaining and neither too long 
or too short. Banquet favors included 
a can of Boston baked beans and a 
gold-embossed leather pocket case for 
carrying papers. 

Select Peoria for 1929 


Immediately after the final session 
of the convention, the board of direc- 
tors of the Grain Dealers’ National 
association selected Peoria, Ill., as 
the convention city for 1929. The con- 
vention headquarters and dates for the 
meeting will be announced later. 


KEEP IT UP, GREUT! 

F. C. Greutker, Buffalo manager of 
the Cereal By-Products Co., won two 
fine prizes at the Boston convention of 
the Grain Dealers’: National association 
and there will be nobody in the grain 
and feed trade who will not be happy 
to read the announcement. During the 
past few years, “Greut” has arranged 
many golf tournaments and other en- 
tertainment features for various feed 
and grain conventions, more particu- 
larly serving as chairman of the Amer- 
ican Feed Manufacturers’ association, 
but he never previously won a prize. 
There were approximately 30 prizes for 
less than 60 golfers at West Baden last 
year but “Greut’s” hopes of winning 
one of them were blasted by a score 
not to be mentioned here. At Boston, 
however, he won a pair of fine silver 
vases for prowess in the golf tourna- 
ment and a silver cigarette box as an 
attendance prize at one of the conven- 
tion sessions. 


J. B. HAM CO., Lewiston, Maine, 
having experienced a most disastrous 
fire in their main plant a few months 
ago, has rebuilt and installed modern 
equipment. The firm is now in a better 
position than ever to serve the many 
customers of its 30 stores scattered 
throughout central Maine. 


ore Profit-- More Volume 


With a Burton Mixer 


Will mix any formula--thoroughly 


DETROIT, MICHIGAN 


Why not do as wise dealers 
everywhere are doing—in- 


stall a BURTON MIXER 


and build a reputation 
for-your own brands e 


Write for our illustrated circular today. 


BURTON FEED & MIXER COMPANY 
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Here and There with the Feed Trade 


One Hundred Personal Items in Each Issue of The Feed Bag 


ELGIN FLOUR & FEED CO., 
Elgin, Ill., has installed an oat huller 
in its plant and is now serving Fox 
River Valley farmers with well hulled 
oat groats. 


KRAUSE BROS.,., Beloit, Wis., have 
purchased the feed and grain business 
of Luety Bros., who have operated an 
elevator in Beloit for many years. 


LUXEMBURG ELEVATOR CO., 
Luxemburg, Wis., has put a new con- 
crete base under its elevator and made 
several other improvements. 


DAVE ROSENHEIMER, Kewas- 
kum, Wis., went to Chicago to watch 
Babe Ruth play there in one of the 
last games of the season. 


ANNA GRANTMAN, Lomira Ele- 
vator Co., Lomira, Wis., has just re- 
turned from a three-weeks’ auto trip 
through Maine, New Hampshire, and 
Vermont. 


HENRY NEFF, well-known feed 
dealer of Salamanca, N. Y., is on a 
moose hunting trip in Northern Cana- 
da. Mr. Neff is an experienced hunter 
and has made several trips into the 
Canadian woods. 


FREEHOLD CO-OPERATIVE 
CO., Lottsville, Pa., is building a large 
addition to its plant, which will give 
ample storage for an increased stock 
of feed and coal. 


JAMES G. HILDERBRAND, 
Schenectady, N. Y., has added a mo- 
lasses mixing outfit to his new mill, 
and reports that it has already at- 
tracted several new customers. 


HARRY WHEELER, feed dealer of 
Sinclairville, N. Y., has recently in- 
stalled some new machinery in his mill 
which includes a new attrition mill, 
feed mixer and corn cracker. 


BLOWING THE SAFE of the 
Yates Milling Co., Lyndonville, N. Y., 
September 8, yeggmen obtained $3,000 
in cash and notes, but in their haste 
to escape, overlooked $5,000 in cash 
in a nearby strong box. The burglars 
fled when an alarm was sounded by a 
night watchman on a nearby railroad, 
or the company’s loss probably would 
have been larger. 


VERGIL HALL, progressive dealer 
at Belfast, Maine, was so impressed 
with the advertising carried by the as- 
sociation in the New England Home- 
stead that he caused it to be reprinted 
in the local papers. The expense was 
shared by the Milliken-Tomlinson Co., 
wholesale grocers of Belfast, who are 
also largely interested in the grain 
business. 


John A. Reynolds 


known feed merchant of Albany, 

N. Y., has been appointed to suc- 
ceed Reeve Harden as representative 
of the Eastern Federation of Feed 
Merchants on the board of directors of 
the Grain Dealers’ National associa- 
tion. 

For nearly 30 years Mr. Reynolds 
has conducted his business at his pres- 
ent Iccation on Broadway and most of 
that time has sold on a strictly cash 
basis. ‘Cash Counts” is a slogan that 
greets his customers as they enter his 
office. Farmers come from many miles 
to take advantage of the reduced prices 
made possible by his cash policy. 


A. REYNOLDS,  well- 


His large brick storehouse is located 
on an advantageous corner where 
farmers entering the city must pass. 
The large sign on the roof blazens the 
name, Reynolds, so that it can be read 
clearly from the surrounding hills. 

Mr. Reynolds is a believer in adver- 
tising and circularizes his customers 
and prospects regularly. To attract at- 
tention to his store he maintains a 
large road map, neatly framed, at the 
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busiest corner of his buiiding. Thou- 
sands of passing tourists stop to learn 
the condition of highways and his cus- 
tomers make it their road guide. The 
map is kept up-to-date and road con- 
ditions throughout the state of New 
York are recorded every two weeks. 

A glance at his office where his 
brother, Floyd Reynolds, greets the 
customers, indicates that he is syste- 
matic. Everything is in its place. Sev- 
eral phones are conveniently located to 
take orders and advertising is careful- 
ly placed so that there is no evidence 
of disorder. He has added every pos- 
sible labor-saving equipment for his 
office, including electrically operated 
calculators, addressograph, multigraph, 
etc. 

In the warehouse the same careful 
mznagement is noted. The bags of feed 
are carefully piled and no disorder, 
torn bags or litter are seen. The slo- 
gan, “Cash Counts”, stares down from 
every vantage point and drives home 
the benefits of the pay-as-you-go plan. 

Mr. Reynolds is a golf enthusiast and 
whenever he can slip away from his of- 
fice he hops in his Marmon sport car 
and heads for the club. He usually 
spends part of the winter in Florida so 
that he may keep up his favorite sport. 

Before coming to Albany, Mr. Rey- 
noids operated a retail feed store in 
Cooperstown, N. Y. 


D. S. LOWELL, director of feed 
sales for the Washburn-Crosby Co., 
Minneapolis, was in Wisconsin for a 
week on business. 


BOYD D. ROSE, proprietor of the 
Rochester Mill, Rochester, Wis., has 
announced that the mill is again open 
for business after being closed for re- 
pairs. 


SAUKVILLE FEED WARE- 
H OU S E, wholesale and retail 
feed dealers at Saukville, Wis., was 
opened for business September 29. The 
Saukville Feed Warehouse is owned 
and operated by the Dadmun-LaBudde 
Co., which also operates warehouses 
at North Milwaukee and West Allis. 
The company sells on a strictly cash 
basis at all its stations and carries 
complete lines of flour, feed, grain, 
seeds and fertilizer. A clever bulletin 
entitled “Good News from Saukville,” 
announced the opening to farmers in 
the Saukville territory. 


Page Twenty-five 


4 


= 
| 
Ba: 
‘ 
i 
‘ 
Cry 
a, 
| 
A 
‘ 
. 
: 
‘ 
é 
| 
id 
i 
i 
| 
i 


ASK 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 


_Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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WM. N. HOWARD, Ware, Mass., 
president of the New England asso- 
ciation, and one of the busiest grain 
men in New England, still finds time 
to manage the Barre annual fair. This 
is one of the most successful fairs in 
New England and much of its suc- 
cess is due to Mr. Howard. There are 
a number of other New England deal- 
ers who are very busy just now in the 
same kind of work. Everywhere we 
find these men engaged in community 
enterprises cf all kinds, giving time 
and money gratuitously to help keep 
such institutions going, yet there are 
those who would lead the farmer to be- 
lieve that the grain dealer is no longer 
an essential figure in the local situa- 
tion. 


FARMERS’ GRAIN EXCHANGE, 
Rockwell City, Ia., has installed a feed 
grinder, according to Victor Holmes, 
manager. 


B. S. DICKEY, Ames, Ia., proprie- 
ter of the Deola Milling Co., has ac- 
quired the property adjoining his plant 
and plans to erect a building which 
will house an office, feed mill and stor- 
age bins. The old warehouse will be 
used entirely for storing flour, feed and 
salt. Mr. Dickey has been in business 
for 14 years. 


HARRY CUNNINGHAM, Blairs- 
town, Ia., has just completed the con- 
struction of a new grist mill and is 
now open for business. 


Sleep 


Nick tonight 


SOW is pigging to- 
night on the Purina 
Farm. And Nick is 
right there—seeing to it 
that everything goes off 
all right just as you’d do. 


But even after the pigs 
are here safe, Nick still 
has a big job ahead. 


He’ll weigh every one 
before it even sucks. 


He’ll measure them. 
He’ll clip and mark their 
ears. And he’ll write 
up a full report on the 
lot before morning. 


For Purina Mills is ex- 
perimenting with feeds 
for sows—so that you 
won’t have to. The Pur- 
ina Farm is an experiment 
farm—so that yours won’t 
have to be. Every Purina 
Chow must go through several 
years test on stock at Purina 


poultry — cows 
calves — hogs 
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Farm—so that you won’t 
have to guess at your results. 
For 34 years the private test 
has been Purina’s way of 
protecting you. 


steers — sheep 
horses 
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Changes to Cash Basis; HopesGerm 
Will Attack Other Dealers 


Rockville Grain & Coal Co., Conn., to Abandon Credit System December | 
News of St. Croix County, Wis. Movement in The Feed Bag Prompts Decision 


OOD news comes from Connec- 
ticut. 


The Rockville Grain & Coal 
Co., Rockville, announces that it will 
change to a cash basis December 1. 

Joseph Lavitt, president, who read 
the article describing the abolishment 
of credit by 15 St. Croix county, Wis., 
dealers, appearing in the August issue 
of The Feed Bag, decided that he 
could do likewise. 

Here is the letter that notified his 
customers to bring their dollars with 
them when they buy feed after Decem- 
ber 1: 

“We, the undersigned, are going on 
a strictly cash basis on and after De- 
cember 1, 1928. 

Credit Is Burden 

“For the many years that we have 
been in business, it has been our policy 
to extend a general and _ unlimited 
amount of credit, which has now be- 
come such a burden that we cannot 
continue as we have been doing. 

“We know that on a cash basis we 
can operate more efficiently, reduce 
overhead and seli at lower prices. The 
reduction will be enough so that any 
of our customers can, in times of ne- 
cessity, borrow the money and it will 
still mean a considerable saving to 
them. 

“Having arrived at this conclusion, 
we have decided to go on a cash basis 
on and after December 1, 1928. 

Invite Opinions 

“We know that this change of policy 
will at once operate to the advantage 
of our patrons. 

“If you entertain a different opinion 
on this subject fhan herein expressed, 
give us an opportunity to talk the mat- 
ter over with you and give us the ben: 
efit of your views as to the change of 
policy. 

“Any customer who has not paid his 
bill up to and including the July 1 
statement will be put on a cash basis 
immediately. This applies to every 
customer on our books.” 

The Rockville Grain & Coal Co. was 
organized nine years ago following the 
purchase of an old established credit 
business. A large variety of products 
including grain, feed, coal, fertilizers, 
building materials and farm imple- 
ments are handled. 

Mr. Lavitt reports that the firm also 
handles baby chicks and that this plan 


has helped to gain many new feed 
customers. Grinding and mixing are 
also maintained. 

Boosts Cash Basis 

Mr. Lavitt is convinced that the cash 
basis is a sound principle and is glad 
that he has determined to make the 
change. 

In a recent letter to The Feed Bag 
he wrote in part: “We have benefitted 
materially by using the idea of the St. 
Croix county dealers in notifying their 
customers of a change to a cash basis 


appearing on page 11 of the August is- 
sue of The Feed Bag, and I assure you 
that the principle is sound and will ac- 
complish more toward making this 
business a real one than trying to sell 
more goods than your competitor on 
any basis possible. 

“We thank you for the privilege of 
receiving your magazine, and hope that 
the cash basis germ will attack many 
other grain dealers.” 

We second this motion, Mr. Lavitt. 
It is a healthy germ. 


Southern Feed Manufacturers’ 
Convention October 15 


TTENDANCE that will surpass 
A all other events held by the 

Southern Mixed Feed Manufac- 
turers’ association is expected at the 
third annual convention to be held at 
Memphis, Tenn., October 15, 16 and 
17. The National Dairy show, which 
will be in session during the same 
dates, will furnish added attraction. 
Feed manufacturers were able to ob- 
serve it at their convention last year, 
which was also held at Memphis, and 
they are pleased that similar arrange- 
ments have been made for this event. 
Attendance is expected from the East, 
North and West, as well as Dixie. 

Headquarters for the convention will 
be maintained at the Peabody - hotel, 
and the sessions will open Monday 
morning, October 15, with G. G. Keith, 
Hermitage Mills, Nashville, president 
of the association, in the chair. 

A greater part of the convention will 
be devoted to round table discussions 
of feed manufacturing. problems. 
Among the addresses will be “Legal 
Lining for the Batch Mixer,” by the 
association’s chief counsel, who will 
explain many phases of law regulating 
the manufacturing and distribution of 
feeds. A naticnally known editor will 
give the views of agricultural publish- 
ers on the mixed feed industry. All 
sessions of the convention on the first 
and second day will be open, and Wed- 
nesday morning an executive meeting 
will be held limited only to active mem- 
bers. 

Those who attend the convention 
will have an opportunity to test their 
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skill on the green in the golf tourna- 
ment to be held Tuesday afternoon, at 
the Colonial Country club course. A 
banquet, with a good program of en- 
tertainment, is scheduled for the even- 
ing. 

E. P. MacNicol, Memphis,  secre- 
tary of the association, advises feed 
manufacturers who plan to attend to 
make their reservations early, because 
of the congestion expected for the 
National Dairy show. 

“If you have not been down here 
recently, you now have an opportunity 
to mingle with the boys, solve your 
problems and enjoy Dixie’s brilliant 
sunshine and warm _ hospitality,” he 
says. 


ELMORE MILLING CO., Oneon- 
ta, N. Y., have modernized their 
cracked corn plant by installing two 
large ball bearing corn cutters and a 
275 bushel per hour cracked corn sep- 
arator. 


H. B. CURTIS, well-known feed 
dealer at Mt. Upton, N. Y., has com- 
pletely remodeled his mill, replacing 
his gasoline engine with electric mo- 
tors. . He added a new electric attrition 
mill and operates his mixer and new 
crusher on separate motors. 


B. L. DUTCHER, formerly of the 
firm of Dean & Dutcher, Owego, N. 
Y., has bought the Brown feed mill at 
Sidney, N. Y., and has installed a new 
feed mill, corn cutter and_ vertical 
mixer. 
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<a] ‘<All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
Gluten 


rain 
Milo and Kaffir 


For the thorough 

and rapid mix- 
ing of dry feeds 
for stock and 
poultry. 


Requires 

mum floor space 

and power—ship- | 
ped completely 
‘assembled ready 

for operation on 

arrival. 


Convenient---Eff- 
cient---Durable. 


ADDITIONAL 
SALES 
REPRESENTATIVES 
WANTED 


Write for Bulletin F-10 


The Grain Machinery Co. 
Marion, Ohio 


Radio Feeding Program 
Hours Changed 


With the end of daylight saving and 
return to standard time the fall and 
winter radio program of the Eastern 
Federation of Feed Merchants has 
been changed. Instead of broadcasting 
the weekly feed talks on Tuesday even- 
ings, beginning October 4 they will be 
given each Thursday at 7.30 p. m., 
eastern standard time. 

During October a series of talks on 
dairy feeding will be given and feed 
merchants are asked to urge their cus- 
tomers to listen each week. The talks 
are arranged to create an interest in 
better feeds and feeding methods and 
can be turned into profit by alert re- 
tailers. Hundreds of letters continue 
to pour in each week as a result of the 
talks and one recently received from 
Australia indicated that the feed talks 
have been heard half way around the 
world. According to the author of the 
letter he heard the talk at 7.50 a. m. 
while it was given at Schenectady, N. 
Y., at 7.20 p. m., eastern time. 

New posters and mailing cards an- 
nouncing the dairy talks will be sent 
to all members on October 1. Addi- 
tional posters will be furnished without 
cost and the cards for mailing to cus- 
tomers may be purchased at the low 
price of 50 cents per hundred. 


A NEW FEED MILL has been 
erected by H. S. Bensinger at Orwigs- 
burg, Pa. 


GEORGE G. PATTERSON, Bur- 
dett, N. Y., has installed a new mon- 
arch feed mixer. 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Capacity 40 to 60 bus. Per Hour 
Only 5 H.P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, Millet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without one. Write for particulars, 
samples, etc. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO., 


Minneapolis, Minn. 
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Suits Brings Message of Feed Manufacturers to Grain Dealers 


(Continued From Page Twenty-three) 


contact is not close to them, and the 
following suggestions I may volunteer 
are simply based on my long experi- 
ence and general theory of buying and 
selling grain and grain products. 
Adequate Service Essential 

First—Service—If a man is going 
‘to build or maintain a business in a 
community he must render a service— 
a real and adequate service. No com- 
munity owes a feed merchant or any 
one else a living. No matter who the 
business man is he must day by day 
prove his right to his place as a busi- 
ness man by service. Business is. pub- 
lic service; and the extent of that busi- 
ness and the profits from it are the 
measure of that service. 

Whether it is grain or feed the pro- 
ducts sold must serve the consumer— 
must meet his needs—and must meet 
them economically so that the feeder 
can pay for his feed and have a mar- 
gin of profit—otherwise he cannot use 
or continue to use those products. 

Practical Knowledge Vital 

Second—In order to serve, the mer- 
chant must know the needs of his cli- 
-entele. The grain dealer or feed mer- 
chant must know his community—its 
consumption possibilities; what it pro- 
duces; what it must have to supple- 
ment home production. 

The dealer must know good cows, 
good poultry, and he must know right 
practices in feeding. He must be able 
to advise his buyers what to buy—be- 
cause he has an interest in the buy- 
ers’ success, since he often has to wait 
for settlement for feeds purchased, 
long after they have gone through the 
livestock. 

He is interested in the farmer having 
good cows and good poultry because 
poor cows or poor fowl can never pay 
their way or pay for feed consumed. 

Therefore the dealer necessarily is 
vitally interested in building up the 
quality of his trade. He is interested 
in all educational work and must be a 
leader himself and should align him- 
self with all educational work. He 
should fully support the County Agri- 
cultural agent, work closely with him, 
help his policies and help in their exe- 
cution. 

Merchandising Requires Study 

Third—Changed conditions, the uni- 
versality of good hard roads and of the 
telephone, the educational influence of 
the radio and the keenly competitive 
situation in all business has made it 
imperative that every feed merchant 
make a distinct effort to build and hold 


business. Business does not of its own 
free will roll up to a man’s door. Feed 
purchases are determined on the farm 
itself. The feed dealer must sell his 
service to the farmer on the farm as 
well as in the store. 

Fourth—The biggest thing which 
every merchant has to merchandise is 
himself; his interest im his customers, 
his knowledge of their business which 
is also his business; his interest in 
their welfare and the community’s wel- 
fare; his character and personality. 

Fifth—And the next biggest thing he 
has to market is the product which he 
carries—its dependability; its quality; 
its adaptation to consumers’ needs. The 


-sincerity, reputation and idealism of 


the manufacturer who makes the goods 
which he sells largely determines the 
character and volume of the business. 

Sixth—Beyond this the necessary re- 
cognition that what was grain merch- 
andising is rapidly becoming feed mer- 
chandising. 

Sell Complete Line of Feeds 

The larger manufacturers of com- 
mercial mixed feeds have quite general- 
ly adopted the practice of putting out 
a complete line of feeds for all pur- 
poses, instead of featuring a single pro- 
duct, as they did in the earlier days. 
A retail dealer will do well to adopt 
one of these lines and make it his per- 
sonal business to popularize and sell 
them. In this he can secure a great 
deal of assistance from the manufac- 
turer, who is doing extensive adver- 
tising, and supplementing it with other 
types of promotional work. 

Such a line can readily be made a 
big asset to the feed dealer and he will 
recognize that it is a weakness to keep 
constantly changing from one line to 
another for a matter of slight differ- 
ence in price, which may easily be re- 
flected in a difference in production. 
Having built up a trade on a certain 
line of feed, when the dealer changes 
he has to tear down the work which 
he has done in the past and build up 
anew. This is expensive and doubtless 
weakens the confidence of the feed 
buyers in the dealer’s sincerity. 

It seems to me that the devilish per- 
severance of these co-operatives is at 
least one of the things which we can 
imitate with much benefit to our busi- 
ness. They, seemingly, are following 
up the main idea all of the time and 
getting their friends to assist them in 
every possible way. You feed dealers 
are paying part of the taxes which are 
supporting the agricultural schools, ex- 
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tension workers and others who are 
constantly interviewing the farmers. 
What a wonderful thing it would be, 
and doubtless is in many cases, if the 
county agent was thoroughly posted 
regarding the feed materials and other 
things you have in stock or expect to 
arrive within a few days; would know 
what they cost and on what extremely 
narrow margin you are willing to sell 
them; would, likewise, be informed re- 
garding the superior quality of the var- 
ious items. You would not expect him 
to act as a salesman—certainly not; 
but at the same time if you would take 
the trouble to see that he was friendly 
and well posted, he would surely be 
beneficial. 
Visit Your Patrons’ Farms 


Knowing a farmer from meeting him 


occasionally in. the store is a different 
proposition if it is supplemented by ac- 
tual, occasional visits to his own place. 
Going out to the farm, looking over 
his stock and discussing his problems 
with the farmer, is the real way of get- 
ting him to unburden his ingrowing 
grievances and earn his confidence. It 
seems to me that the dealer who does 
not make it a point to run around in 
person and call on his actual and po- 
tential customers is missing his biggest 
opportunity. 

Do you belong to the farmers’ clubs, 
granges, farm bureaus, whatever they 
call them? I understand their rules 
permit it. What a corking good thing 
it would be if you took an interest in 
the things they discuss at their meet- 
ings and helped to guide their thoughts 
and conclusions. Your business exper- 
ience and knowledge of markets should 
be very helpful to them and beneficial 
to you especially if you and the coun- 
ty agent went over the situation to- 
gether before the meeting. Besides, 
you would get some good ideas your- 
self. 

Feed Dealer a Necessity 

Many thousands of retail feed stores 
are in existence throughout the coun- 
try. A large percentage of either the 
present dealers or their fathers, were 
ex-farmers who knew and met the 
needs of their localities. By establish- 
ing small depots where their neighbors 
could get grain and feed when needed, 
they thereby assisted greatly in de- 
veloping the neighboring business of 
live stock, dairy and poultry farming. 
Some of them by careful attention to 
business become fairly prosperous, but 
they only prospered as their customers 
prospered. It is safe to say that in all 
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cases their self-interest was best served 
when their customers secured feeds at 
moderate prices and with good produc- 
tion qualities. As a rule, these feed 
dealers rarely accumulated more than 
a modest showing for their life’s labor 
and investment. Usually their old 
neighbors who stuck to farming pros- 
pered more than they did. 
Unfortunately, as a result of this di- 
rect buying for several years, many of 
these retail feed dealers have lost a 


great deal of their volume of business. 
The well-to-do farmers are taking ad- 
vantage of this car door delivery op- 
portunity and the less well-to-do farm- 
ers still depend upon the dealer. With 
the shrinkage of his volume in busi- 
ness the dealer’s expenses per ton have 
increased and the last mentioned class 
of farmers are compelled to pay higher 
prices for their feeds than they would 
be doing under normal conditions. 

I will say right here that any eco- 


EUREKA" 
Revolving Disc Aspirator 


MORE ASPIRATION 


WILL INCREASE 
SCRATCH FEED BUSINESS 
MORE THAN 
A 


NEW SALESMAN! 


Aspirators—See our Catalog No. 100 


S. HOWES CO., INC. 


BUILDERS OF “EUREKA” FEED MIXERS 
SILVER CREEK, N.Y. 


ARM ERS CHOICE 


Page Thirty 


MOFrERN 


nomic movement which drives the re- 
tail feed dealer out of business, or 
which weakens him financially, so that 
he cannot keep a well rounded stock of 
feeds and trust it out to the surround- 
ing farmers from month fo month, is 
going to seriously hurt that district. 
The feed dealer was developed by 
necessity and as a business proposition 
he is not' going to quit—he will not be 
eliminated—he carinot be spared. 


FRANK SEIDL, Stuhr-Seidl Co., 


Minneapolis, recently called on his 
Milwaukee friends. 


HAROLD DEUTSCH, son of Her- 
man Deutsch, Deutsch & Sickert Co., 
Milwaukee, who received fellowships 
for his scholastic achievements from 
the University of Wisconsin and Har- 
vard, has received additional honors by 
being awarded a fellowship from Har- 
vard to study in Vienna, Paris and 
Berlin. His father made a special trip 
to New York to bid him good luck on 
his journey. 


AUSTIN CARPENTER, Larrowe 
Milling Co., Detroit, is spending his 
vacation at his former home in Ran- 
dolph, N. Y. Mr. Carpenter has a 
very modern poultry farm near Ran- 
dolph in which he takes considerable 
interest. Mr. Carpenter reports the 
feed business good and expects to be 
back on the job in Detroit soon. 


L. J. HARTZHEIM is now sole 
owner of the former firm of Lange & 
Hartzheim, Beaver Dam, Wis., which 
he is now operating as the Hartzheim 
Fuel & Feed Co. Larry purchased the 
interest of his partner, L. J. Lange and 
took over control of the business ef- 
fective September 1. Larry writes that 
he will be kept very busy now but 
nevertheless expects to spend one or 
two days soliciting new members tor 
the Central Retail Feed association. 


BARRON COUNTY DEALERS 

Two meetings of retail feed dealers 
have recently been held in Barron 
county, with George J. Sauer, Shell 
Lake, Wis., and A. A. Bergeron, Rice 
Lake, Wis., in charge. The second 
meeting was held at Rice Lake, Wis., 
Tuesday, October 2. It was well at- 
tended and a permanent local dealers’ . 
organization will shortly be established 
in this good feeding territory of north- 
western Wisconsin. 


ot A grade prone the 
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President Kern’s Special Message 
To Central Area Dealers 


Head of Central Retail Feed Association Appeals for Doubled Membership 
Urges Active and Moral Support; Encourges Holding of Group Meetings 


By F. Kern, President 
Central Retail Feed Association 


UST a word concerning the Cen- 
J tral Retail Feed association, of 

which you may or may not be a 
member. 

That it is and of necessity must be 
a great organization suggests to me, 
and I think it should to every dealer 
in its scope (and that includes the 
whole Mississippi valley), that we all 
have a real responsibility in building 
and making it function as we would 
like to see it. 

Its possibilities, if supported, and the 
benefits it can offer are tremendous. 
Its probabilities are in proportion to 
its possibilities as we as individuals 
assist in its building with our active 
and moral support. 

Elected as its president at the June 
meeting, from which I was compelled 
to be absent, and against my better 
judgment as regards selection, I feel 
a deep, personal responsibility to the 
organization. I am 100 per cent sold 
on the idea of organization. Organiza- 
tion is the great fundamental in busi- 
ness of this epoch and now, as presi- 
dent of what I hope will be one of the 
great business organizations of the feed 
distributing area, I realize how impor- 
tant it is that I should meet and dis- 
cuss with the individual dealers the 
merits of the organization and its ad- 
vantages. But, being a salaried man, 
my time is owned by my employers 
who operate one of the largest retail 
feed businesses in its line. I realize 
my weakness as your executive and 
am compelled under the circumstances 
to appeal to every feed dealer within 
the jurisdiction, to take an active part 
in making the Central Retail Feed as- 
sociation the BEST ORGANIZA- 
TION of its kind. We can. 

I like to think of the feed business 
as one great corporation in which we 
are all stockholders, not competitors; 
where whatever benefits come to the 
organization come to each individual 
dealer in proportion to part 
he takes in making the organization 
function; where every dealer is or 
ought to be a link in the chain. I am 
. appealing to every individual feed deal- 
er in the jurisdiction to help me pro- 
mote the idea of ORGANIZATION 
in spirit and with your membership. 


‘Ask ~ 


Che feed Ba 


your patron’s questions. 


This is a clearing house for feed dealers’ and 
feeders’ problems. Send in your own and 


What is considered a high-protein 
mixture?—J. R. 

A 30 to 32 per cent protein mixture 
is considered high. The medium is 
from 20 to 24 per cent. 

How does powdered skimmilk com- 
pare to natural skimmilk in feeding 
value?—L. F. 

Ten pounds of powdered skimmilk 
dissolved in 90 pounds of water closely 
approaches the feeding value of the ac- 
tual product as it comes from the 
cream separator. 

At what age should a hen be culled 
from the laying flock?—M. E. T. 

Culling should not be based entirely 
on the age of a hen. A; two-year old 
may produce more than a pullet and 
on the other hand age may also be the 
reason for a poor egg record. The best 
method is to discard the hens accord- 
ing to culling standards, regardless of 
their age. 

Will skimmilk or tankage provide 
more protein and minerals in a ration 
for hogs?—S. E. D. 

Skimmilk will provide more protein 
and minerals than tankage, but the 
cost at which it may be obtained must 
be taken into consideration. 

* * 


Of what feed value is molasses in a 


It has been arranged now so that 
whenever you send in a new member- 
ship fee it pays for a year from the 
date received by the secretary. Can 
I depend on you for assistance? I 
want to at least double our member- 
ship this year. We have an excellent 
start. Won’t you share the honor of 
making this record? 

For the next 60 or 90 days, while 
driving is good! it would be a fine plan 
to call together all the dealers in your 
county, or at some central point where 
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ration?—R. E. D. 

Molasses is used chiefly to make the 
ration palatable. However, it contains 
about 66 per cent nitrogen free extract 
which is nearly all sugar and some pro- 
tein with a low nutritive value. 

* * * 

Does the age of a cow affect the 
richness of the milk?—R. E. F. 

The richness of milk remains about 
the same during the first three years 
of production, and then a gradual de- 
cline begins with advancing age. 

* * * 

What feeds are classified as protein- 
rich concentrates?—G. E. S. 

Among the most common protein- 
rich concentrates are wheat bran and 
middlings, corn gluten, gluten meal, 
dried brewer’s grains, cottonseed meal, 


soybeans, and linseed meal. 
* * * 


One of my customers reports that 
his cows have a peculiar habit of chew- 
ing on bones or wood and appear to 
have an appetite that cannot be satis- 
fied. What causes this condition?— 
Ee. J.J. 

From all appearances the cows are 
not getting enough mineral matter in 
their feed. Tell your customer to give 
the animals phosphorous in the form 
of protein concentrates or a mixture 
of two parts special steamed bone meal 
to one part of salt. 


conveniences may be had for two or 
three counties to get together at a ban- 
quet, dine with your competitor and 
find that he is your friend. Where such 
a meeting is arranged, I will be glad 
to meet with you to discuss various 
phases of the feed business and its 
problems, as well as the merits of our 
splendid organization. It is through 
these group meetings that I hope to 
make a closer acquaintance with the 
dealers of our jurisdiction and to as- 
sist in any way possible to further the 
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interests of the feed business in gen- 
eral along with the interests of the 
Central Retail Feed association. 

The membership fee, I feel, is very 
modest compared to the benefits de- 
rived from an organization of this kind. 
The program at our annual meeting 
alone is worth more than the cost of 
an annual membership. Won't you 
help me to help you? 


Ohio Grain Association 
Meets October 23 


Round table discussion of the new 
corn crop and elimination of credit and 
talks by Bennett Chapple, American 
Rolling Mills Co., Middleton, and S. 
T. Edwards, feed system engineer, of 
Chicago, will be features of the fall 
meeting of the Ohio Grain Dealers’ 


TEC-CHAR HARDWOOD PREPARED 


CHARCOAL 


ALL GRADES and SIZES 


Special Care Given to Fine Gradesjfor Feed Manufacture. 
WRITE US DIRECT FOR PRICES. 


TENNESSEE EASTMAN CORPORATION 
Kingsport, Tennessee 


J] TEC-CHAR is being sold in Wisconsin by LA BUDDET, 
°° FEED & GRAIN COMPANY, Milwaukee, Wisconsin. ||*° 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


— Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


MEMPHIS, TENN. 


—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 


it possible to sell an- 
other sack to the same 
customer. 


a flour. 


half a century. 
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It takes a good flour to do those 
things. OCCIDENT is that kind of 
Dealers have been selling 
OCCIDENT that way for nearly 


RUSSELL - MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


HCCIBENT FLOUR 


Occident Feeds 


Occident Hard 
Wheat Bran 
Occident Hard 
Wheat Mixed 
Feed and 
Alta Hard Wheat 
Middlings 
FREE FROM 
SCREENINGS 
HIGHinPROTEIN 
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association, to be held at the New 
Southern hotel, Toledo, Tuesday, Oc- 
tober 23. 

Officers and directors will meet at 
7:30 on the previous evening. 

Mr. Chapple will speak on the value 
of organization and Mr. Edwards will 
give expert advice on feeds and feed- 
ing. W. W. Cummings, secretary, ex- 
pects a big turnout and assures Ohio 
grain men and feed dealers that the 
meeting will be worth every minute of 
their time. 


Pennsylvania Dealers 
Hold First Meet 


The retail feed dealers of Crawford 
county, Pennsylvania, to the number 
of 36, swooped down on the Conneant 
Lake hotel, Conneant Lake, Pa., on the 
evening of September 18, for their first 
trade dinner and business meeting. 
Many of them were accompanied by 
their wives. 

P. C. Harned, Conneant Lake, was 
chairman of the meeting and had been 
active for several weeks in arranging 
the get-together. He presided at the 
business meeting which followed din- 
ner. Among the subjects which were 
informally but enthusiastically  dis- 
cussed were deliveries, cost of credit, 
mixing and grinding costs. The new 
state garnishee law was carefully an- 
alyzed by the dealers. 

The dealers have no regular organi- 
zation but plan to meet informally a 
few times ‘each year. A chairman will 
be appointed to arrange for the meet- 
ings and to preside. Mr. Williams of 
the firm of Sam F. McGuiston, Mead- 
ville, Pa., is chairman for the next 
meeting, which will be held in January. 


CARBONDALE MILLING CO., 
Carbondale, Pa., has remodeled its 
feed mill and installed new bearings 
throughout. 


GOLF is getting much attention of 
Western New York feed men this sea- 
son. James H. Gray, i. C. Kessler, 
George Edmunds and M. W. Howard 
were among the fans who drove up to 
Chautauqua during the recent conven- 
tion at Jamestown and; played around 
the course. There are several fine 
courses between Buffalo and James- 
town and almost every pleasant after- 
noon the feed trade is represented on 
them. 


D. H. GRANDIN MILLING CO., 
Jamestown, N. Y., is installing a com- 
plete molasses mixing plant. A mod- 
ern concrete grain elevator which is 
connected with their large mixing 
plant, has just been completed. 
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How feed dealers stand on 
the question of “label value” 


“Does listing of any particular in- 
gredient such as Linseed Meal 
on the label give farmers more 
confidence in the mixture?” 


73% 
27% 


“Do you call attention to this?” 


Me . 


- 64% 
36% 


—and the “Yesses” were the suc- 
‘cessful, prosperous dealers! 


(original material on file and 
available to interested manufac- 


turers or dealers) 


Secrets of Success in Selling Mixed Feeds 


Nation-wide Survey of Feed Trade 
Reveals “Label Value” of Linseed Meal 


The widespread use of 
ready-mixed feeds in cer- 
tain parts of the United 
States has created many 
new selling problems for 
the feed dealer. Now in- 
terviews with represent- 
ativedealers, recently con- 
ducted under the auspices 
of a trade magazine, have 
explained why some deal- 
ers are more successful 
than others in meeting 
the new conditions. 


One fact stands out: The 
most prosperous dealers 
are those whoplace great- 
est emphasis on what 
goes into the feed. They 
do not treat “16% Dairy 
Feed” or “20% Dairy 
Feed” as a Staple com- 


red-dog flour. They real- 
ize that farmers know 
better. A majority of over 
2 to 1 say that farmers 
have more confidence in 
a feed when they seesuch 
materials as Linseed 
Meal listed on the label. 


Linseed Meal advertis- 
ing goes to over 52 mil- 
lion farm homes every 
month. Beginning in 
September, this advertis- 
ing will tell the farmer to 
“Look on the label for 


Linseed Meal.’”’ You can 
profit by following the 
example of the dealers in 
this survey —a big major- 
ity, including nearly all 
the successful ones— who 
call attention to Linseed 
Meal on the label of mixed 
feeds. Also be sure to 
read the new booklet on, 
Feeding Management. 
It’s full of talking points. 
To batch mixers: The new 
Linseed Meal Campaign in- 


cludes tested formulas for you. 
Ask about them. 


LINSEED MEAL EDUCATIONAL COMMITTEE 


DEPARTMENT 910 FINE ARTS BUILDING 


The Universal 


MILWAUKEE, WISCONSIN 


MEAL OL. M. E.c. 1928 
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modity like wheat bran or Protein Feed 
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Vertical Grinder 


Has all the features of a 
double head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


ALLIS-CHALMERS 


MILWAUKEE, WIS. 


Write for 
BULLETIN 1234-I 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


SHIPPERS OF 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 


MINNEAPOLIS -—:- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 


them regularly. 
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BAKER BROTHERS mill and 
feed store, third largest in Bingham- 
ton, N. Y., was partially destroyed by 
fire, September 25, with a loss of ap- 
proximately $20,000. The mill was 
erected 40 years ago to replace another 
also destroyed by fire. Water power 
was used to generate electricity for the 
operation of the machinery. 


PARK AND POLLARD MEETING 

About 50 retail dealers from Schenec- 
tady and surrounding counties met at 
the Hotel Van Curler, Schenectady, 
N. Y., recently as guests of Park & 
Pollard Co. Albany, Rensselaer, Sara- 
toga, Schoharie and Greene county 
dealers were in the party and many 
of them brought the leading dairy 
farmers from their sections with them. 

Following dinner, during which mu- 
sic and singing kept the men in a gay 
mood, addresses were given by Profs. 
H. H. Wing and George W. Cavan- 
augh. Questions regarding feed com- 
position and proper feeding methods 
were answered and they came so thick 
and fast that the meeting continued 
more than an hour beyond the time 
for adjournment. It was a real dem- 
onstration that retail dealers are 
searching for information that will be 
beneficial to their customers. 

E. A. Brown, of the Park & Pollard 
Co., was in charge of the meeting. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 


Our Western Alfalfa 
Meal is a depend- 


able healthful dairy 
feed. Uniform in 
texture and color. 
Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
“value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. 
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Meal is the big, safe, 
economical source of protein, 
UGL and T. D. N. combined. Made 
entirely from corn. 


MORE MILK WITH OUGLAS Corn Gluten 


CORN Dairymen are appreciating 
more each day the value of 
Douglas Corn Gluten Meal ina 

GLUTEN MEAL balanced ration. Order a 
40% Protein supply today. Count your in- 
quiries—Have it ready to de- 
It’s Easy To Sell liver or add to grist as directed. 


If you do custom grinding and mixing, here is a good 
simple ration to recommend to your dairymen: 


Douglas Corn Gluten Mea!........ 100 “‘ 


Average Analysis—214% protein. 
To be fed with corn.silage and mixed hay. 
Send for farmers ration card for other ideas. 


Write or wire for quotations 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, Iowa 


Molasses Feeds 

Poultry Feeds 

Pw) Mill Feeds 

zi Coarse Grains 

Protein Feeds 
Wheat Flour 


MIXED OR STRAIGHT CARS 


') NEW RICHMOND ROLLER MILLS CO. 
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Grain 


and Chicken Wheat 


Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


ilteeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


—_~ 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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Boost The Feed Bag To Firms You Do Business With © © N- LUMBER CO., Wilson, 


Wis., has purchased the elevator and 


WHEAT SCREENINGS CORN 
NATIONAL POULTRY CON- 
GRESS will hold its regular annual 
+ 
* :< Hia atha Grain Company #* meeting at the Hotel Stevens, Chicago, 
1S zo MINNEAPOLIS, MINN. ne October 25-27. Manufacturers of poul- 
ty, & * try feeds should be interested in at- 
‘ce a? 
fi >; FOR BETTER SER VICE * tending the sessions of this congress, 
Ga 4 (We Own And Operate A Mill And Elevater) t as many matters of interest to the poul- 
i % | SPECIALIZING IN ALL TYPES OF SCREENINGS ¢ tty industry will be discussed. 
4 + (GROUND AND UNGROUND) 4 
FEED CONTROL MEETING 
+ Get Our Samples and Prices The Association of Feed Control Of- 
oe STRAIGHT CARS MIXED CARS “| ficials of the United States will hold 
+= * its next meeting at the Raleigh hotel, — 
= MILL FEEDS GROUND FEEDS OILMEAL $= Washington, D. C., November 1 and 2. 
_ Feed Manufacturers’ association, and 
vice-president of the Quaker Oats Co., 
; has accepted an invitation to address 
te WE SELL DEALERS ONLY the meeting and all members of the 
feed trade will be made welcome. 
+ Queen Wheat Feed 
HAY FIRM ORGANIZES 
‘ E. R. Klinner, who sold his retail 
a pt isa Pure Wheat offal feed business at Stetsonville, Wis., ap- 
and is manufactured in proximately one year ago, has recently 


ill e f organized the Dairy Hay Co., Stetson- 
our Own Mus. an fur- ville, Wis., in partnership with Arthur 


——— nish Queen in straight H. Peterson, federal inspector, in 


or mixed cars with Che- charge of hay service for the Wiscon- 
sin department of markets during the 
rokee Pure Bran and 


I 
{ 


ED past five years. The new firm will 
z. = WHEAT FEED Cherokee Middlings. deal in western and Wisconsin hay, 
buying and selling in carlots on fed- 

CRUDE FAT - - 4.6%. eral grades, as Mr. Klinner did in his 


CRUDE FIBRE - -83% — 


“ ST. PAUL, MINN.: ~— Capital Flour Mills, Inc. ig tig during the past three 


S— Office 315 Gorn Exchange Peterson will conduct a 


- MINNEAPOLIS, MINN. CORN EXCHANGE buying office at Carney, Nebr., while 
- ° Mr. Klinner will be in charge of the 
: — Minneapolis, Minnesota general and sales office at Stetsonville. 


i, PURINA DEALERS MEET 


The Mi lis dealers’ conventi 
Purina Mills was held at. the 


m- WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


MCcKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


— = group of girls from the Minnesota uni- 
versity ctub. 


Radisson hotel, Minneapolis, Minn., 
October 4 and 5. Members of the Pu- 
rina organization who were headliners 
on the program included William Sam- 
ple, vice-president; F. -S. Gilchrist, 
sales manager, Minneapolis division; J. 
S. Jones, manager poultry chow de- 
partment; E. G. Cherbonnier, manager 
dairy chow department; E. H. Hamel, 
manager fattening chow department, 
and G. C. Porter, manager horse feed 
department. 

The program was presented entirely 
in play form and included such subjects 
as the farmer and his feed bills, a sim- 
plified advertising program, how to fig- 
ure profits for the feeder and a simple 
sales plan for selling Purina. 

Other features included a - trip 
through the mill and the annual ban- 
quet and entertainment put on by a 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


Jacobson “A JAC 
Feed Grinder 


Pulverizes grains, ear or snapped corn, 
roughage, and other materials into soft 
cool stock. Requires less H. P. but 
grinds more feed. 


ALFALFA HAY 


The better grades of ALFALFA HAY are 
the most economical to buy and feed. For your 
protection we ship on United States Govern- 
ment Grades. CARLOAD or TRAINLOAD. 
DAIRY HAY CO., Dept. B, Stetsonville, Wis. 


SALESMEN WANTED 


Side-line salesmen calling on Flour and Feed 
Mills and Feed Stores in Wisconsin, Minnesota 
and Northern Illinois to sell our Oyster Shell 
Good commission and repeat sales. Write for 
information. UNIVERSAL CRUSHED 
SHELL CO., P. O. Box 555, Muscatine, Ia. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 


1090 TENTH AVE. S. E. 
MINNEAPOLIS, MINN. 


BUSINESS FOR SALE 


All or one-half interest in an A-1 Mill and 
Seed and Feed Business in the best Dairy Sec- 
tion of Wisconsin. Town of 25,000. One owner 
must sell. Price for one-half very reasonable for CRETE ERO 
cash. Write T. C.-1, c/o THE FEED BAG, 86 
East Michigan street, Milwaukee, Wis. 


FEED STORE FOR SALE 
Feed store for sale in one of the best cities in U Y 
Northern Wisconsin. Established over twenty 
years, ten years with present owner, and very 


rofitable. Records to prove it. Good reason 
EED 


or selling. Write E. B.-1, c/o THE F ) : 
BAG, 86 East Michigan street, Milwaukee, Wis. P U R I T A N BR A N D 
FOR SALE The Genuine Live Reef 
Write or wire for delivered prices. CRUSHED OYSTER SHELL FOR POULTRY 
Grades and weights guaranteed. Packed in new 100 lb. burlap bags. 
JOHN DEVLIN HAY CO., Inc. 
WM. NIEBUHR, SR., pioneer feed Quality and Service Unsurpassed 
dealer and senior member of the firm, 
O. Niebuhr & Son, Fall Creek, Wis., 
All Goods Guaranteed 
MURDOCK FARMERS’ ELEVA- The Crushed Oyster Shell Company 
TOR CO., Murdock, Minn., is erecting BILOXI, MISS. 


a new feed mill. 


SAUERKRAUT DAY, which was 
made famous in the flour and feed trade 
by F. A. Ruenitz, president of the R. L. HERRICK M. H. HERRICK 
Springfield Milling Co., was again cele- 
brated at Springfield, Minn., Septem- 
ber 13. More than 15,000 people at- HERRICK FEED COMPANY INC 
tended the celebration and shared the 7 ad 
free dinner, consisting of many tons 


cated on the first floor and the other 
four floors will be used for grinding 
grain and as warehouses. The cost is R. L. HERRICK, Jr. J. M. HERRICK 
estimated at $90,000. 


WHOLESALE 
of sauerkraut, miles of wieners and 
25,000 cups of coffee. Buns made with * 2 
White Swan flour were donated .by the Grain and F eed Shippers 
Springfield Milling Co. 
HARVARD, ILLINOIS 

LIETHEN BUILDING PLANS PHONES 135 AND 118 

Plans and specifications have~ been 
made for a new grain warehouse and : Excellent service, highly reliable; 
office building by the E. Liethen Grain Quality paramount---that’s undeniable; 
Co., Appleton, Wis. The new struc- Best of attention, prices agreeable; 
ture will be five stories high and will Our motto is: “satisfaction unbeatable’’. 
be constructed .of solid concrete and 
brick veneer. Office rooms will be lo- 100 GZ FO R THE DEA LERS 
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BIG CORN CROP 


will mean great quantities of cobs to dis- 
pose of. A properly constructed cob burner is 
the best solution to this problem, an easy-to- 
clean cob house the next best, but the cobs 
should-not be piled outside on the ground. 


MY We shall be glad to send drawings to anyone interested in cob 
4 burners or houses. Now is the time to provide such facilities. 


iy GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


J. J. Fitzgerald Cc. R. McCotter 
Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Ted. Omaha, Nebraska 


COTTON SEED MEAL 
NUT AND PEA SIZE CAKE 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


4 MARIANNA SALES CO. 
MEMPHIS, TENN. 


: Quality and Service Guaranteed 


RELIABLE SERVICE! 


i When in the Market for Straight or Mixed Cars 


‘ay MILLFEEDS OIL MEAL 

,, CRACKED CORN GROUND FEEDS 

4 GROUND GRAIN or FLAX SCREENINGS 

» WHOLE or GROUND MILL OATS 

WHOLE or GROUND BARLEY 
FEED GRAINS 


a GET IN TOUCH WITH 


4 THE HAERTEL COMPANY, INC. 


+3 616 Corn Exchange Bldg. Minneapolis, Minnesota 
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Mutual Millers Elect 
Dunbar President 


Members of the Mutual Millers’ and 
Feed Dealers’ association combined a 
Labor Day outing with their annual 
summer meeting, held at Jamestown, 
N. Y., September 3. 

E. B. Dunbar, Little Valley, N. Y.. 
was elected president; W. H. Parker, 
Waterford, Pa., vice-president and J. 
D. Ditzler, Jamestown, secretary and 
treasurer. Frank Young and Henry 
Dye, Forestville, N. Y., and James H. 
Gray, Springville, N. Y., were chosen 
on the executive committee. 

Harry C. Elwood, Buffalo, N. Y., 
read the new constitution and by-laws 
and among the important changes 
made were the increase in membership 
dues from $5.00 to $10.00 a year and 
the creation of an executive committee, 
consisting of the officers and two di- 
rectors, to be elected annually. 

Following the business session which 
was held in the morning, the dealers 
went to Celeron park, accompanied by 
the Jamestown Concert band. The big 
feature of the outing was a baseball 
game, which lasted 25 innings, and 
was finally won, 26 to 25, by the 
Jamestown nine. Several dealers en- 
joyed a game of golf on the Chautau- 
qua course. 

Lee J. Ottaway, county judge, was 
the principal speaker at the annual ban- 
quet, which was held in the evening 
at the Hotel Jamestown, and Lars A. 
Larson, mayor, welcomed the dealers. 
Mr. Dye, Forestville, was toastmaster. 

Two meetings will be held by the 
association, in 1929, one at the begin- 
ning of the year and a mid-summer 
gathering at Jamestown. 


J. A. TODKILL, feed dealer at Bar- 
ker, N. Y., is the latest member of the 
trade in western New York to be an 
unwilling host to the band of safe 
blowers which has been making life 
miserable for millers, feed grinders and 
dealers in that vicinity for many 
months. They opened the safe in his 
office during the noon hour and made 
away with $120.00 in cash and a check 
for $150.00. 


FARMER STORES JOIN 

Farmer owned stores, generally 
known as Farmers’ Unions, located at 
Belfast, Brunswick, Paris and Norway, 
Maine, have all joined the New Eng- 
land association. These stores all do a 
regular business, render complete serv- 
ice and serve their communities well. 
They are essentially the same as any 
regular grain and feed store, except 
that their capital stock is owned large- 
ly by their farmer patrons. 
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BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


CHAR 


COD LIVER OIL 


|COLONIAL BUTTER SALT} 


| Dadmun-LaBudde | 
| 


PEARL GRIT 


Bag Lots-- Ton Lots | 
| 
| 
| 


| 


Company 
NORTH MILWAUKEE 


| 


|) ix MINNEAPOLIS |) 


STAY AT 
Che 


| New Nicollet | 


Hotel 


| OPPOSITE TOURIST BUREAU 
| ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the. 
Northwest 


RATES 


ll] 267 Rooms at................. 3.50 | 


| 28 Rooms at................. 5.00 | 


41 Booms 4.00 
Suites and Special Rooms at _|ij 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 


|| Retail Center and Wholesale Center. 


W. B. CLARK, Manager 
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Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 


and 
GUARANTEED-TO-SATISFY MASHES 


lso 


MIXED CARS 


Containing any of the standardmill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Quality—Service—Price 


and 
Responsibility 
Our service is as near 
as Your Telephone 


Broadway 4961 


GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Operating Elevators at 
MILWAUKEE—CHICAGO 
DEPOT HARBOR, ONT. 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Page Thirty-nine 


| alll 
_ co | 
4 
| | a 
F 
a 
| 
il 
| 
| 
| = 
1 
| | il 
- | &§ 


JOHN 
with the Albert Dickinson Co. 
neapolis, is now handling the cod liver 
oil department of the LaBudde Feed 


MARSCHANG, formerly 


, Min- 


& Grain Co. The firm represents the 
National Oil Products Co. in Wiscon- 
sin territory. 


EDWARD LABUDDE, LaBudde 
Feed & Grain Co., Milwaukee, Wis., 
and family spent part of their summer 
vacation at Eagle River, Wis. 


WASHINGTON KLEIN, West 
Bend, Wis., is recuperating from a se- 
rious operation at St. Joseph’s hospi- 
tal, Milwaukee. Maybe you think he 
isn’t popular—1l7 feed men called on 
him in one day. 


F. B. MOSHER, New Richmond 
Roller Mills Co., New Richmond, Wis., 
was in Minneapolis, September 23. He 
reports that his company has opened 
a branch at Cadott, Wis., in charge of 
J. O. Johnson, formerly of Eau Claire. 


FRANK BURKHARDT, Burkhardt 
Milling & Electric Co., Burkhardt, 
Wis., visited in Minneapolis, Septem- 
ber 21, on business. 


PLAN THIRD FEED STORE 

Both of the Sauter brothers of the 
Sauter Bros. Co., Dorchester and Stet- 
sonville, Wis., visited the feed whole- 
salers in Minneapolis recently. They 
talked of adding a third station in the 
near future. 


JOSEF 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF: 


R. MADDEN 


UERGER COMMISSION Co. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bidz. 
Milwaukee, Wis. 


Established 1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds, Etc 


-- Screenings 
cos WA QUASSES 


pend for MANEY BROTHERS MILL ELEVATOR ( CO., MINN, 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 
Page Forty 


CEREAL 


GRADING CO. 
-MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 
Millfeeds 


Screenings 
Powdered Skim Milk 


Dried Butter Milk Bone Meal 
Linseed Meal Coarse Grains 
J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401.New England Bidg. 
Kansas City, Mo. 
327 So. La Salle St., Chicago, Ill. 
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T. A. BORCHARDT, Evansville, 
Minn., is installing a feed mill in a 
building he recently purchased. 


DODGEYILLE FARM BUREAU, 
Dodgeville, Wis., will build a new mill 
and warehouse. | 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
: CORN, OR OATS 
QUALITY yo “SERVICE 


your trade demands 
Write, Phone or Wire 
Western Terminal Elevator Company 
Sioux City, Iowa 


Dells Milling Co. 


AUGUSTA, WIS. 
MANUFACTURERS OF 


| Dells Favorite Products| 


Rye — Buckwheat — Whole Wheat 


No-Milk Calf Food 


LEADER FOR 44 YEARS<—_@ 


National Food Company 
FOND DU LAC, WIS. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get. our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS . 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


| 
| 
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SHIP TO QUICK SHIPMENT 
ROY |, CAMPBELL STRAIcHT CARSOF FEED 
+ be 
& 
We have Pure Bran, Spring i 
i Bran and Durum Feeds in 

RUNKEL & DADMUN $+ 
warehouses ready for Quick 
it Shipment. Write for quota- tt 
PAINE, hi ++ tions and try our service. tt 
embers, I PHONE ATLANTIC | 
ee De 
CHICAGO STOCK L Saal J t+ 
CHANGE 
CHANGE 
DETEOIT STOCK 
NEW YORK COTTON i I. Ss. J OSEPH CcO., Inc. + 
CHANGE age rhe 
CHICAGO BOARD Ex tt 

Flour change 
94-100 MICHIGAN ST. ++ +t 
Telephone Broadway 8700 ++ Minneapolis, Minnesota ++ 
MILWAUKEE ++ ed 

E. J. Furlong, Resident Partner 3 2. 2.2. 2.2.2. 2 2 2.2. 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 * 


F. J. PHELAN CO. 


WIS. 
at an 
“Grain Futures” 
| Especially Attractive 
Special Attention to Hedges 
rice 
usiness 
expands with Shipment up to January | 
Printed messages 
They are profitable 
ADTKE ORTSCH Send for Sample and Price. 
BROS. Co. 
1894 
LITHOGRAPHERS LABUDDE FEED & GRAIN CO. 
344-346 MILWAUKEE STREET | || | MILWAUKEE, WISCONSIN 
1076 WISCONSIN 
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Che feed Bag 


Vol. 4. No. 10. OctToBER, 1928 


DAVID KNOX STEENBERGH 
_ Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 


The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New Eng- 
land Retail Grain Dealers’ association. It 
circulates monthly to practically every respon- 
sible retail feed and allied products dealer in the 
East, New England, and Central Northwest. 
Feed Merchants Bulletin of the Eastern Fed- 
eration of Feed Merchants merged with The 
Feed Bag, July, 1928. 


Copyright, 1928, Editorial Service Co.,Inc. 


SPENCE 
FLAX 
SCREENINGS 


A blend of selec- 
ted flax screen- 
ings —recleaned, 
pulverized and 
bolted. Wiscon- 
sin dealers say 
Spence is the best 
brand the 
market. Present 
prices are well in 
line with other 
feeds. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch & Sickert 


400-402 Chamber of Commerce 


O 1M p a VY MILWAUKEE, WISCONSIN 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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Dairy Supplement 


A Protein Rich Concentrate For 


Mixing With Grains 


True Value 32% Dairy Supplement is a com- 
bination of protein rich feeds. Pure cane mo- 
lasses is used to further improve these con- 
centrates. This combination is much better 
than any single high protein feed. Sell True 
Value 32% Dairy Supplement to your grain 
growers who feed their own grains. Priced 
reasonably. Now booking for future shipment. 
Write or wire us collect. 


LADISH MILLING Co. 


MILWAU KEE, WISCONSIN 


~ 
‘ 
at 
vf 
‘ 
4 
, 
' 
q 
¥ 
‘ 
a 
q 
| 
‘ 


King Midas is the Leader 
Among, Progressive Dealers 


Fe 2 eee tendency among progressive and promi- 

Gs By nent feed stores is to discontinue weak, slow 
bres moving brands of flour and to concentrate 

ree sales efforts on one or two strong lines. And 

King Midas is the popular leader in an ever increas- 

ing number of these stores. It’s easy to sell King 

Midas and dealers are always assured that King Midas 

quality will keep customers satisfied and 

bring repeat business. Cloverleaf pure 

bran and Snowball flour middlings are 

always available in mixed cars with King 


Midas flour. 


MANUFACTURED BY THE 


Mitt Co. 


MINNEAPOLIS, MINNESOTA 
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